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Classic Simplicity 
With the New Look 
PINCUS & TOBIAS, INC. 
New York City 
Tandrite Calf, Color No. 556 Green 











E. HUBSCHMAN & SONS, INC, 





every step in the selection and tannage of Tandrite Calf 
meets fixed high standards . . . The ideals of the de- 
signer and the fine craftsmanship of the manufacturer 
are expressed with beauty and infallible precision by 


the Quality, Color and Finish of 


Tanprite CALF 


PHILADELPHIA 














Army- Russet Oxford, 
Alenite Tip. 
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JUST NOTE THESE FEATURES: 


.. . these sales building features that are in-built with all 
H-R shoes. Not just one feature — not just two — but all 
the features that a quality shoe should have. For instance, 
with Nu-Matics you have 


A. — The Cushioned Comfort sole ~ yielding 
and protecting — absorbing the shocks. It's a 
patented H-R feature. 





Ye re | iy P \ 
Nal , 
Cin | 
B.—The Nu-Matic Arch Brace. another 


Nu-Matic plus feature built in to assure 
added, extra comfort and fit. 


C.— And there's positive support here too. 
A shank of tempered steel reinforces each 
Nu-Matic at this point of strain for longer 


wear. 
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NATIONALLY ADVERTISED 
IN POST, COLLIERS, ESQUIRE 


PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY 
. . « Three comprehensive, Nationally Advertised lines — and as the ads say: 
sold only by independent dealers who are professional hands at shoe fitting; 
double e of cust satisfaction. 
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INC. MICHIGAN 
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In the tannery ...its SUEDE 











) In the factory... it’s TOP 








In the store...its a 
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TAN-ART 
SUEDE KID 


In White, Black and Colors 


G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 
Tanners Since 1876 
































STYLE 
No. 9800 





An established, consumer-approved brand with these advantages: Fine fit. 
Strong promotion features. Quality workmanship. A single resource from tots to teens. That's 
what makes Pollyanna the bread-and butter brand for children’s and misses’ operations in 


leading stores and departments. Good for your store too! 


A.$. KREIDBER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bldg., 47 W. 34 St. 
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@ Now’s the time when Walk-Over’s policy 
_ of hewing to the line on quality is 
paying off for dealers. 


This quality principle—so tough to main- 
tain when materials were scarce—is 
today’s big reason why Walk-Over shoes 
keep right on selling in the present 
selective market. 


Now more than ever among the 
dealers who handle these quality 
shoes, Walk-Over rates as a pre- 
ferred resource—a resource which 
we hope to make available to 
additional stores as produc- 

tion steadily increases. 


NATIONALLY ADVERTISED...iINTERNATIONALLY ACCEPTED 


WALA OVER SHOKS 


New York Sales Rooms, Geo. E. Keith Company, 
Marbridge Building—822 and 906 Brockton 63, Mass. 














I helped the night watchman 
make a job-saving discovery! 


| was taking inventory late one night when I heard 
someone tapping on the front door. Looking up, I saw 
it was Joe, the night watchman. “Anything wrong?” 
I asked as I pulled open the door. 

“Not a thing, Mr. Cromwell,” said Joe, shaking his 
head. “Mind if I set down and rest a minute?” 

“Sure, go ahead.” I started to turn back to my paper 
work when I noticed Joe unbuttoning his old-fashioned 
gaiters. “Having a little shoe trouble?” 

He sighed deeply. “Mighty big trouble. I don’t think 
I kin keep this job, Mr. Cromwell. Got to check thirty 
stores four times a night. That's a lotta walkin’.” 

“Maybe I can help you, Joe.” I went to the rack 
and started to pull out a pair of oxfords. 

Joe held up his hand. “I can’t wear none of them 
fancy shoes. I got to have plain comfort.” 

“That's exactly what you'll get,” I answered, slipping 
the oxfords on Joe’s feet. “This shoe is made with a 
springy midsole of Armstrong's Cushion Cork. It 
actually cushions your steps.” 

“You're wastin your time, Mr. Cromwell.” Joe 
started to walk down the aisle. “If even my old 
gaiters . . . ” He stopped and looked doubtfully at 
the oxfords. “It's mighty hard to believe .. .” 

“What is, Joe?” 

“This cushion stuff! It is kinda easy on the feet.” 
He took a few more steps. 

“They'll break in faster, too,” I explained, “because 
Cushion Cork is extra flexible.” 

Joe flexed the shoes a couple of times and nodded 
his head. “Got a mighty comfortable feel.” 


(meus i Me COMFORT TO EVERY STEP 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 





“And Cushion Cork has insulation value. It'll pro- 
tect your feet against those cold pavements.” 

Joe waved his hand. “Jist keep my old gaiters for me 
till tomorrow, Mr. Cromwell. I'm doin’ my rounds in 
these new ones from now on.” He flicked his flash- 
light and grinned. “I'm goin’ to even up the favor by 
watchin’ your store like a hawk. Nobody but 
payin’ customers ll get shoes made with Cush- (GN ) 
ion Cork .. . if I kin help it!” SS 

* * * 


YOU'LL HELP customers to extra comfort—and yourself to more 
wrap-ups—when you talk about the added footease of Arm- 
strong’s Cushion Cork. Be sure to specify Cushion Cork in 
your next shoe order. Available in men’s, women’s, and 
children’s shoes. Armstrong Cork Company, Shoe Products 
Department, 9612 Arch Street, Lancaster, Pennsylvania. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS FLEXICORK* 





FILLERS 


CORK COMPOSITION 


CUSHION CORK 
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“Repeat customers”... 

that's what is making our business 
growth secure — Dr. Hiss Shoes really 
bring them back. 







Dr. Hiss Shoes will lead them 
back for their next pair. Once the 
. comfort, fit and fashionable styling of 
> Dr. Hiss Shoes have taken possession 
of your customer, she is ready for per- 
manent listing in your file. 



















Made primarily to fit perfectly and to 
promote proper foot function, these 
clinic tested shoes have what it takes 
to win customers . .. and keep them. 


Competition becomes more intense 
daily. Changing style trends and buy- 
ing whims do not influence the 
wearer of Dr. Hiss Shoes—this 
footwear gives your business 
STABILITY. 


Backed by 


AMERICA’S GREATEST 
FOOT CLINIC 





lr. Hiss Shoes, Inc. 


LANCASTER, OHIO - 746 Marbridge Bldg, NEW, YORK 


Manufactured by: The Irving Drew Shoe Corp. 
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THE PATTY 
“DUTY SHOES THAT ARE 
BEAUTY SHOES” 











c 1 \ a | 
CicKG EON “division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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URSELF IN HIS SHOES 


He’s proud of them. He should be — 
they’re the season's smartest! Beautifully 
fashioned — a HE-MAN blend of superb 
styling and rugged dependability. 
CURTIS’ famous “built-in” comfort has 
millions of men saying, “When you wear 
CURTIS you're walking on Easy Street.” 
Get America’s finest shoe values 

at your CURTIS dealer. For his name, 
write Curtis Shoe Company, Inc., 


Marlboro, Mass. 


QS 
CURTIS 


Nationally advertised in ESQUIRE Shoes for len 


Copyright 1947, Curtis Shoe Company, Inc. 
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ie temcmbet- 


if you are a 
shoe retailer 


0... again the consumer is asserting himself as to buying prefer- 
ences. He has every right to do so, in the matter of footwear..... 
and the leathers of which it is made. 

Whatever the type or pattern, in footwear, a Northwestern 
Leather is ready for the specific needs of the shoe, invariably win- 
ning customer approval. 

Today the wise shoe buyer specifies the Northwestern leather 
‘suited to the shoes he orders, knowing that in appearance, wear, 
and all quality demands, he will meet consumer preferences. 


These are added reasons why Northwestern has... 
---@ tradition to maintain. 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


Manufacturers of Famous 
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CLAPP .&-9SON, INC., EAST ‘WEYMOUTH, “MASS. 
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NATURAL PLANTATION CREPE 





Precisely controlled gauges and finishes to meet 
your own particular requirements are now available 
in Danbury’s natural plantation crepe. Made of 
No. 1 Latex, with experienced supervision on the 
most modern equipment, Danbury Crepe is hard, 
firm and snappy — and will not delaminate. It is 
the ultimate in crepe, by any standard. 

Danbury Crepe may be had in Natural, Brown, 
Burgundy, or Black, in 36” x 36” sheets for 3, 6 
and 9 iron — and in 18” x 36” sheets in 12, 15, 18, 
and 24 iron. Also available is a 6 iron midsole, 
which is a combination of 3 iron rubber and 3 iron 


' 
’ 
} 
' 


crepe. Please request samples. 


THE DANBURY OAR Py )RUBBER CO., Inc. 
re - ~ DANBURY CONNECTICUT 
SN 
MSS 
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Here's vital force, spirited animation, lusty stamina . . . bold, 
handsome detailing, a lavish use of leather. And here's vital 
comfort from subtle refinements... a sense of well-being in the 
Jeather-velvet softness of foot luxury. 

Men who read Esquire, Collier's, Newsweek seek the basic 
virility, the inbred comfort, the finer leathers that are hallmarks of 
Taylor-Made leadership. You can offer them this brogue, immediately. 


&. £&. TAYLOR CORP. MANUFACTURERS BOSTON, MASS. 
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Jirilin Fee SMOES 


NATIONALLY 
ADVERTISED IN 
TRE GIFT 
CHRISTMAS ISSUE 
MADE IN THE BOOTSHOP OF CHARLES A. EATON 


Brockton 64, Massachusetts 


Fine Bootmakers since 1876 














[2 ome: _—— _oma- 


~~ 














Te aE a 
| 
| 


SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 


need of applying solvents! 


This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 





For Casual wear Greenebaum offers Vegeleen, a full- 


bodied combination tannage particularly suited to 


lined and unlined shoes. Its translucent aniline fin- 
ish brings out the leather’s natural beauty and keeps 
shoes looking new and attractive. It antiques well. 


J. GREENEBAUM TANNING COMPANY 


FOUR TANNERIES IN CHICAGO AND MILWAUKEE 
Main Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 
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A Brand is only as 
good as the product that 
bears its name... 


It is a well known fact that Americans recognize the protection afforded 
through buying “brand” merchandise. But they also realize that all 
brands do not have equal merit. 


From American Oak's 65 years of continual scientific advancement and 
experience in the art of tanning have come four famous brands that are 
found only on sole leathers of the finest quality. 


ROCK OAK — a heavyweight, long-wearing leather for men’s day- 
time-wear shoes. 


AM-O-FLEX — a lighter weight, flexible leather for men’s dress 
(men’s) shoes. 


AM-O-FLEX _— a smooth grained, flexible, easily worked leather of 
(women’s) attractive color and finish for women’s lightweight shoes. 


ROCKROME — a practically waterproof, extra-long wearing chrome 
retan leather for children’s school and play shoes. 


AM-O-KROME—a new American Oak chrome retan for women’s and 
children’s shoes. Light-weighing, flexible, long-wearing, 
attractive in color and finish. 


Remember, an American Oak sole makes any shoe a better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO 
ST. LOUIS BOSTON 
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You can be in on Jarman’s 


power-packed program for profits! 










With Jarmans, your store will ride the tide of popilar demand . . . shoe 
sales will come easier, and satisfied Jarman customers will come back and back 
again for repeat business. Ten full page, full color ads in Life, Post and 
Esquire, plus professionally designed dramatic displays and other point- 
of-sale material are included in the power-packed program to build profitable 


store traffic for Jarman dealers. Come on along, with Jarman! 
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This 
Hand-Woven"™ patterns will appear in full 


Illustration teoturing Jarmans smort 





color next spring in Post and Esquire 
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THE STACY-ADAMS 
MYOPIA LAST 





Style 501 
.o 
9 
: ain ™ orte™ 
ce™ 4s gore 
wa sail 
STACY-ADAMS SHOEMAKERS SINCE 1875 BROCKTON 62, MASS. 
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A beautiful, lustrous 
aniline leather, adding 
richness and character 
to any shoe. 


FRED RUEPING 


November 15, 1947. 


LEATHER CO, 


Vik fpeer shoer 


THE WELLESLY 
STYLE NO. 7139 


TO MAH AW K 
cotorR NO 2 
S'iERRA BROWN 


The Peak of Leather Perfection by 


RUEPING 


Preferred by America’s Leading 
Shoe Manufacturers 





FOND DU LAC, WISCONSIN, U.S.A. 








WOW, om ANUKERS 
EKBLEKICHS | 
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Because they’re ‘‘America’s Most 
Popular Line Of Boy’s Shoes”, it’s only 
natural that GERBERICHS should meet 
up with more and tougher customers 
and get more than a fair share of the 
hard knocks they deliver to their shoes 
each day. Beccuse they’re GERBERICHS, 
more mothers expect them to stand up 
better, longer, even under such rough 
treatment. Because they do, more deal- 
ers want more GERBERICHS to sell. 
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MOUNT JOY PENNSYLVANIA 








| 


, 


9 : wi 
The shoe by Freeman || REEM AN ...The Tannage—Trostel 


VRCDOTN BY 


KINGS GUARD Cradle Hee! Bootmaker Guild Model made of 
No. 154 Antiquity Calf— Freeman Shoe Corp., Beloit, Wis. 


ALBERT TROSTEL & SONS COMPANY © TANNERS © MILWAUKEE 
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These | modern 
miss 


shoes go 





* Modern Miss Shoes, by Modern Miss, 
North Adams, Massachusetts, are 
nationally advertised in Mademoiselle, 


Junior Bazaar and Seventeen. 
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big with modern misses . 


But natch, says Brogi, 







They’re made of 


Brogi has a point there . . . Brogandi is one of the big reasons why these fine 


shoes are so popular. It’s a breathing leather, soft and supple, yet comfortably 












firm, with tensile strength that keeps shoes shapely through long wear. Brogandi 
has a handsome, grained surface that’s sturdily resistant to scuffs and 
scratches, and takes a fine polish. Several smart styles in the nation- 


ally advertised Modern Miss line are made of Brogandi. 


Brogandi makes fine shoes for every member of the family 
from the toddler up. It’s a good idea, profitably speaking. 


to specify that the shoes you order be made of 


LEATHER 


JOHN BR. EVANS & COMPANY, Camden, New Jersey 
Est. 1857 
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The looks are outside... 
the feel is inside 








COLONIAL INSOLE SPLITS make shoes 
feel good enough to buy! Put these inside salesmen 
in all your shoes. They're real sales clinchers, 


because they wont snag stockings, wont bunch up, 





and are so flexible that there’s none of that 


“new shoe stiffness.”” They're fine to work with, too. 


COLONIAL INSOLE SPLITS 


@ are easy to channel 











@ hold stitches firmly 
@ are uniform in thickness 








@ are aiready trimmed, eliminating 
cutting waste 





@ and are amazingly low in cost 


Ps 
( ‘—obbooetivl viene COMPANY, Inc., Boston 11, Mass. 
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NOW IN STOCK! 


THE ~ 
JOHNS & IMURPHY 


SHOE 


POPULAR MODELS IN STOCK 
101 200 218 #319 #330 
332 338 419 620 621 


OTHER STYLES ALSO REPRESENTED 


STYLE 200 TAN 
STYLE 101 BLACK 


SHOE SIZES IN STOCK. . 
AA&- 9-13 B 6-13 
AA 7-13 Cc 5-13 
A 6%-13 D 5-13 


E 5-12 
STYLE 319 TAN 


STYLE 419 BLACK 


Avail yourself of this unique and timely service. Our in-stock de- 
partment guarantees prompt service to J & M dealers who wish to 
add to their present line and to merchants who would like the J&M 
franchise backed by our inventory saving plan and national adver- 
tising program. Send for our new in-stock catalog—just off the press. 


JOHNSTON & MURPHY + 40 LINCOLN STREET. * NEWARK 3, N. i 
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Retailers throughout the country have been 
quick to recognize that the Holiday mood 
moves merchandise—that the Holiday theme 
in windows, in interior displays, in newspaper 
ads creates a buying urge. 


What's the reason for Holiday’s extraordinary 
sales power? It’s two-fold: first, market; and sec- 
ond, mood. The Holiday market is the cream-of 
the cream of America’s alertest, smartest, most 
up-and-doing families. And when these 800,000 
top families read Holiday, they read it in a Holiday 
mood—in a receptive, buying mood. Don’t miss 
out on your share of this great prestige market: 
plan now to feature Holiday-advertised merchan- 
dise in your store. 


MIAPPY (let’s get down to cases) HOLIDAY says: 


Retailers everywhere are 
discovering that, in case after case, 
in department after department... 





(wens Wear 


Bathing Suits, Coats, Formal Wear, Hats, Jewelry, Men's Furnishings, Rainwear, 
Robes, Shoes, Sportswear, Svits. 


PHOTO: J. L. MYUDSQN, DETROIT, MICHIGAN 

















(womens wear ( FOR THE HOME 





Beach Wear, Coats, Cottons, Dress Fabrics, Evening Wear, Intimate Furniture and Furnishings, Garden Accessories, Garden Furniture, 


Apparel, Sportswear, Street Dresses, Suits. 


PHOTO, SAKS FIFTH AVE... CHICAGO. ILLINOIS 
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Housewares, Radios and Electrical Appliances, Recreation Room 
E,vipment, Rugs. 
PHOTO: GIMBELS, PHILADELPHIA, PENNSYLVANIA 
A 


HOLID'Y 
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Bill folds, Brief Cases, Hat Boxes, Key-cases, Make-up Cases, Trunks, Boats, Fishing and Hunting Equipment, Games, Sports and Team 
Overnight Bags, Suitcases. Equipment, Photographic and Optical Goods, Whee! Goods. 


PHOTO: SAMBERGERS. NEWARK. NEW JERSEY 








PHOTO BRANDEIS OMAHA NEBRASKA 











) ( _Fo0DS, BEVERAGES, & CONFECTIONS 
Candy, Canned Goods, Chewing Gum, Condiments, Fruits, Meats, 
Prepared Foods, Soft Drinks. 


PHOTO: MAAS BROSG., TAMPA, FLORIDA 














A CURTIS PUBLICATION, Independence Square, Phila. 5, Pa. 
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THE Here is Fiddle Shank No. 12 designed to provide greater 


stability. Notice — the toe end of the shank is as wide as the 
heel end, and the waist of the shank is only sheared slightly. 
These design features provide more steel where needed 

to protect shoes of medium to extreme heel heights from 
lateral strain. 


Look to United for the proper shank to provide_structural 


strength and improve the wear in every shoe. 







VITA-TEMPERED STEEL SHANKS 


are tough, hard, uniform. Fit like master models. — 
Clean, ready to use. Preserve Balanced Tread. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Comfort and Service Pearures 


that sell more shoes! 


No wonder Star Brand Shoes are the recognized leader in the field. 
They’re streamlined with comfort and service features . . . just as 
modern as the industries in which their wearers work! And there's 
a Star Brand Work Shoe for almost every type of job and worker. 
With fifty years of service and honest value behind them, they enjoy 
wide consumer demand. The public knows their construction and 
wearing qualities ...and buys them again and again! Let this famous 
line build volume for your work shoe department. 


“a. STAR BRAND WORK SHOES 


























AMLESS HEEL 





FREEMOLD SE 


| RANGE 
WIDE SIZE AND WIDTH no sta 
t, from 
it every normal foot, 
yaw ev cinta wides. Sizes ronge 
This wide range allows 
y customer properly .-- 


ng back for more! 


id feature brings 
weorability and true comfort. 


to riPp- it’s moulded to fit 


the natural hee! shope- 
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....and we have all kinds of Onco Insoles 
Look to Onco for a complete and comprehensive 
line of insoles to cover all qualities and price ranges 
in women’s shoes. Whatever your styling, your 
market, your price tag . . . you'll find the right 
insole among Onco grades A, B, C or V. Specify ONCO 
INSOLES . . . for uniform shoe-making characteristics, 


superior comfort, superior quality. 


reminder to buyers.... 


inn 


The “Onco Insole-ated” Seal on sock linings is a 
\\ customer guide to quality and comfort. Millions of wearers 


know the seal and look for it. You win this business . . . and 





repeat sales . . . when you specify “Onco Insoles” for all qualities 
and price ranges. Brown Company, 500 Fifth Avenue, 
New York City, N. Y. 


ONCO INSOLES— 

ONCO BASE for Sock Linings and Heel Pads— 

ONCO PLUMPER STOCK for backing and reinforcement purposes— 
are products of Brown Company. 


>> | insist on Ouco insoles! 





*Reg. Trade Mark 


MATERIAL TO FINISHED PRODUCT 
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WELCOME 


Designed by Thomas Taylor and Sons 
“Shugor” uses Paralastic, too. 
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Wir heavy duck uppers, 
large heavy, pull proof non- 
rust eyelets and washers. 













Genuine Leather Insole with 
Arch Featores. Sport cushion 
sponge heel. Reinforced toe 
guard, ankle patch, two-fone 
foxing, heavy ribbed tip, 
crepe type non-marking 
heavy outsole. 


TENNIS SHOES ARE A U than? ks 


ENDICOTT JOHNSON SHOE CORP. 
RUBBER Division 


JOHNSON CITY NEW YORK «¢« ST. LOUIS, ™ « NEW Y 
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What 
do you 
need... 








If it’s your store’s future, you 
not only need attractively priced 
merchandise; you also need your 
community’s good will, plus the 
assurance that your community will 
have a reservoir of savings, to insure 
continuous sales. 


If it’s an individual’s future, he 
needs funds to buy tomorrow’s ne- 
cessities and a reserve to meet finan- 
cial emergencies. 


If it’s the country’s future, we all 
need a government and a nation of 
people with the money to operate 
efficiently. 


YOU CAN HELP wrap up all 
these futures securely—by promot- 


ing sales of U.S. Savings Bonds. 
Devote a generous portion of your 
advertising schedule to Bonds. In- 
clude in your copy an explanation 
of the “Bond-a-Month” plan (see 
details in box). If you prefer to uti- 
lize the official Treasury ads for this 
purpose, mats are available through 
your newspaper or your State Di- 
rector of the Treasury Department's 
Savings Bonds Division. He can also 
help you build up your Payroll Sav- 
ings Plan—the plan that gives em- 
ployees a feeling of extra security 
and thus enables them to be happier 
and more efficient in their work. 
Every $3 put into Savings Bonds pays 
$4 at maturity. 








“Bond-a-M onth” 
PLAN 


For self-employed people and 
others to whom the advantages 
of the Payroll Savings Plan are 
not available, the Treasury De- 
partment and the banks of Amer- 
ica have established facilities for 
systematic Bond buying through 
monthly transfer of funds from 
checking accounts. 

Use some of your advertising 
space to tell your community 
about this new opportunity to 
invest in the future! 





The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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~Winturop 


REVERSE CALF 


Men’s fashion experts predict the biggest season ever for reverse leathers in the Spring of °48. 
As usual, Winthrop will be ready and waiting. There is a balanced line of dress and casual 
numbers in brown, blue and gray. Each pattern and color has been especially picked for 
youth appeal. 

Three outstanding styles will be shown in smash 4 color ads in April ESQUIRE and PIC. 
This young, moneyed, fashion-wise market is a “natural” for Reverse Calf buying, 

just as Winthrop styling is always a “natural” for consumer sales and dealer profit. 


‘Winturop Suoes Winturor Jars. 


for men for boys 
(Sizes 1 to 9) 


Also 
In-’n-Outer Leisure Shoes 


- 
ener 


naarer 


Regularly Advertised in 
LIFE, SATURDAY EVENING POST, COLLIER’S, 
AMERICAN LEGION, ESQUIRE and PIC. 


Winthrop Shoe Co. « Div: International Shoe Company « St. Louis 
New York Sales Office, Room 914, Marbridge Building 
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incorporated 


AND FITTED WITH 
COMFORT 


these MEN’S SHOES 
BINGHAMTON, N. Y. 


TRUITT BROTHERS, Inc. 
the ultimate in 


in 
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POTENTIAL 
CUSTOMER... 


@® When a style-conscious man sees these 
smart, authentic Fortune styles for spring pictured in color 
page ads in Collier's and Pic, he then and there will become 
a potential customer of some Fortune dealer. To gain more 
customers for Fortune dealers, a 
variety of Fortune styles will be fea- 
tured next year in these magazines 
As more and more millions of men see 
the Fortune ads, more and more 
millions of men will become potentia 
Fortune customers to bring mounting 
sales and greater profits to Fortune dealers. Tie on to the 
Fortune line to cash in on the demand for Fortunes in your 
area. Richland-Davidson Shoe Company, Nashville, Tenn., 


a Division of General Shoe Corp 





SHOES FOR MEN 
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THE FINEST SOLE 


Leading shoe manufacturers realize thru Consumer 
acceptance, their own tests, observations and research 


—that PLYTEX is America’s Finest Sole. 


PLYTEX Soles are outstanding for their finish—and 
they combine all the necessary characteristics needed 
for quality shoe manufacturing. 


PLYTEX is not a development for replacement 
or substitution of other materials—PLYTEX 
is the Finest Quality Superior Soling. 


~ | 




















PLYTEX 
Spotlights : 
Long wear. 
Water repellant 


Helps keep 
shoe in shape 


Uniform quality 


Outstanding 
for finish 


Firmness 





Choc. or Natural 
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THE FIRST EDITION SINCE 1942 OF THE 


QO 
RS 

3 . enti cor 
xo NOT apie 
guidt i xy ques 
awe 
; 
( 
by 





COLONIAL TANNING COMPANY, Inc. 





This new edition of Colonial’s 
unique swatch book is nicely 
bound in Unity Blue Patent with 
lettering in gold. It is an authori- 
tative guide for the selection of 
the right colors and the right Pat- 
ent for Spring and Summer, |948. 
Every originator and designer of 
smart footwear should have a 
copy ... which he may obtain 
by writing for it on his firm's 
letterhead. 


Boston 11, Massachusetts 
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1948 LACROSSE line =< AN | 
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f J) 


of canvas footwear? 
“te il! 


Topped with a new and outstanding basketball shoe, 
the complete line has LaCrosse “plus quality.” 
Yes, all new lasts and the LaCrosse Action Arch. 


With the LaCrosse merchandising plan 


you make a sound profit and 

give your customer a good dollar value. 
it will pay you to look at the 

1948 LaCrosse line of canvas footwear. 


Do Coma Fok || 
LACROSSE RUBBER MILLS COMPANY |“ | 


LaCrosse, Wisconsin 
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Enchantment 


Inspired by sweeping fashion changes, Golo 
designers have created a truly “New Look” in 
welt casual footwear! Youth appealing, expertly 
made in the tradition of Dunmore craftsmanship, 
the Golo line is the perfect answer to the demand 
for ultra smart, moderately priced, high quality 
casual footwear. Easy sales, quick turnover, steady 
profits —- the word spreads as more and more 
dealers feature Golo! 


GOLO OF DUNMORE CREATIONS 


Genuine Goodyear Welts—Every Inch of the Way 
LOOK twice their cost... WEAR as well as they look! 


RETAIL FOR 


ABOUT 





*6* 


11 sellable styles, featuring famous “Built- 
In” quality, channelled prime flexible in- 
soles, and don’t forget, they’re Goodyear 
welts — the finest method of making shoes 
that the world knows. 


GLO ov evnnons 


Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. 
SALES OFFICE: 129 Duane St., New York 13, N.Y. 
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tyle Never Takes a 


' lid 
tia 
co oliday ... 


Despite the unceasing 
demand for products of every description, alert manufacturers 
realize that the creation of new styles today means the 
maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world. 


BOSTON, MASSACHUSETTS 
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—December-13,1947— 
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Concentrated effort starts with an overwhelming initial 
consumer impact in a national publication. 

Bostonian dealers reap the rewards locally by 

tieing onto this looked-for shoe promotion with the 
ammo provided in the complete promotional package. 
It's another example of the Bostonian business 
philosophy . . . “complete coordination from work- 
bench to consumer.” Are YOU missing the boat? 


YF 


COMMONWEALTH SHOE & LEATHER COMPANY Sostontar, 
WHITMAN, MASSACHUSETTS net MCHT-THEY-ne 


“ita ttTTen 


November 15, 1947 as 













Lastex 


is 
Comiort 
for New Sleek-Fitting 


Shoes 


The new trimly fitted 
shoe fashions can be as comfortable 
as they are beautiful. The secret is in the 
elasticized lining woven with Lastex yarn 
which imparts stretch and magical fit to leather. 

As supplies of linings made with Lastex yarn 

increase, manufacturers and stores can 
confidently plan to give millions of women 
what they want in shoes that are the 
height of fashion and a delight to wear. 


For models, samples and prices of those types of materials made with Lastex yarn which 
are now available, apply to ALFRED VAMOS, 406 Marbridge Building, New York 
City. Alfred Vamos is the inventor and patentee* of Vamos stretchable shoes and is 


the selected consultant for shoe manufacturers using materials made with Lastex yarn. 
*Patents assigned to United States Rubber Co. 


... THE MIRACLE YARN THAT MAKES THINGS FIT © 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


SERVING THROUGH SCIENCE 





1230 Avenue of the Americas + Rockefeller Center * New York 20, N.Y. 
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CONFORMAL 
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the FAMOUS BUILT-IN 


CONFORMAL ARCH 


Conformals are the only shoes that give the cus- 








tomer custom fit for each individual arch. 


They're the only shoes with this 
moulded-to-the arch comfort feature 
... plus smart style, quality 


leathers, expert workmanship. 
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* Exclusive Trade Mark Registered 
U. S. Pat. Off. 


SHOE COMPANY . 1509 Washington Ave., 





St. lovis 3, Mo. 





SS Seams 


DUN-DetRS 


DUN-DEER*, INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO- 


MEY MY MY MY MEY MEY, MY MY 










Made to the same standards 
of quality that won national 
fame for this brand . .. by the 
originators of Crepe Soles: in 


aitmeeltiilea a 
* * a = 


Rajah Crepe means attach- 
ment by the well-known, time- 
tested methods. As always, just - 


attach ‘em and forget ‘em. 
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kajah SOLES 


The better the sole — the better the shoe. 


AS ADVERTISED 


IN {Aq UVTL 





Founded 1837 
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ALWAYS IN 
GOOD STANDING 


The store that sells them . . . the men 
who wear them .. . and the styles and 
values that have made Packard shoes 
nationally noteworthy .. . all are 
in good standing . . . because the 
Packard shoe has, in all respects, 


preserved quality. 





“ itis it 


BROCKTON. 
M D nig Meee Ts “as 


A. pacge- 
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Tn nature they “look alike”. In precision manufacturing United eyelets “are alike” 
to the point of exact duplication. Such accuracy assures smooth flow of work at) 
the eyeleting operation, and uniform appearance in the finished shoe. 


~ UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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QUALITY 


ls tn every last 
| 


Ls the re d 


cLitn every delat 


| | 
Tue Cross Strap Step-In 2 and customers know ct! 


Tue Damascus Tie 


Tue Butron Pump 


Florsheim quality is built into every shoe that bears the Florsheim name. 
Nothing is overlooked—not one single detail is slighted—if it means im- 
proved quality. It isn’t easy —maintaining such high standards, but we're 
determined to keep on making the finest daytime line in America. The 
women who wear and swear by Florsheim shoes recognize and expect the 
traditional quality of THE MOST WALKED-ABOUT SHOES IN 
AMERICA. 

Life 

Vogue 


Town & Country 
Harper’s Bazaar 


THE FLORSHEIM SHOE COMPANY + CHICAGO « Makers of Fine Shoes for Men and Women , 
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by EUGENE J. HARDY 


Reports received by government sources from retail centers indicate a 
definite trend on the part of the buying public away from the highest price 
lines to the medium and lower quality lines. In many larger cities where the 
bargain basement counters have adequate footwear supplies exceptionally good 
business is reported. 

This situation is in direct contrast to that which prevailed in 1946 
and during much of the current year, and, as a result, many shoe retailers who 


formerly handled what was considered a medium—priced line now find they are in 
the upper bracket due to price increases. This new development is of particular 


concern to this type of retailer. 
As one government official puts it: "Apparently, what this country 


needs is a good pair of $5 shoes." 
* *+ & & 














Centralized procurement for shoes and clothing is under consideration 
by the Department of National Defense. Under this program all shoes for the 


Army, Navy and Air Force would be purchased by a central authority. Centralized 
procurement is already in effect for such commodities as food, coal and lumber. 











Primary reason for the accelerated interest in centralized procurement 
is the money savings that may be realized. For example, Defense Secretary 
James V. Forrestal estimates that under such procurement practices, $100,000 is 
saved for every $5,000,000 spent for coal supplies. 


* & & & 


Any reduction in the present 20 per cent retail excise tax on hand— 


bags, purses, pocketbooks, small leather goods and luggage is at least six 
months off, due to priority given to passage of a veto-proof individual income 
tax reduction bill by Republican Congressional leaders. 

Meanwhile, the Treasury Department is expected to oppose any move to 
eliminate the tax on these items although it would go along with a redefinition 
of the coverage of the tax, particularly in relation to smgll leather goods, to 
avoid some of the inequities and difficulties that now arise. 


A recent Treasury study makes it clear that the Department does not 


agree that these items come under the category of necessities. Women's handbags 
are considered more as a part of the costume than a necessity; and the demand 


for luggage is held to stem mostly from a desire to travel. 

The study also points out that the present coverage of many small 
items involves a considerable amount of work in relation to the revenue 
involved. It is also realized that as supply and demand become more normal the 
present tax would "exert a downward pressure on prices and profits of producers 


and distributors." 



































* &£ * & 


Woolen socks last 50 per cent longer when treated for shrink 
resistance in a process developed in the Army during World War Il, according to 
the Office of the Quartermaster General. After considerable experimentation, 
the Quartermaster Corps chose the controlled chlorination treatment to solve the 
problem. It was found that with the use of 4.5 per cent calcium hypochlorite, 
shrinkage was held to about 6 per cent, the alkali solubility was not excessive, 
and the wool fibers retained 97 per cent of their original resiliency and 
strength. This compared with a 23 per cent shrinkage of untreated socks. Some 
other methods gave better shrinkage control but this advantage was more than 
offset by the increased alkaline solubility and the loss of resiliency and fiber 
strength. Since the war, later methods give even better promise. 
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SERVICE 


52 quality TARSAL-TRED styles . . . 


as you want them...when you want them! 


Complete range of functional types and 
dress styles in AAA-EEE, 4/10. 


tative, or write: 





Check with your God 


THE H. C. GODMAN COMPANY 


COLUMBUS 16, OHIO 
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PRESIDENT TRUMAN sent a 
letter to Daniel Bloomfield, director 
of the Boston Conference on Dis- 
tribution and we quote this very 
apt excerpt for our Talk of the 
Trade: 

“All of the numerous activities 
associated with the marketing and 
distribution of goods and services 
from the source of production to the 
point of consumption constitute a 
major part of the economic activity 


—_—_— 


—_—_— 
te TEAMWORK / 





of this country. Hence, a healthy, 
aggressive and economic distribu- 
tion system is vitally necessary to 
our general welfare. 

“Until our goods and services are 
sold and delivered to ultimate users 
there is no final business income or 
over-all business profit. Business 
profit, of course, is the keystone of 
our free enterprise system. It is the 
incentive that inspires individual 
business performance, high level 
employment, and the progressive 
improvement of business methods. 
In my opinion, our economy op- 
erates at its most efficient level when 
business profits are realizable 
through high sales volume at the 
lowest prices attainable through eco- 
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nomical operation and reasonable 
profit ratios. This formula can only 
prevail as a result of constantly 
improved and refined methods in 
the manufacture and distribution 
of goods.” 
* - * 

JOHN L. HARRIS of Ross-Harris, 
Inc., shoe retailers, New York City, 
tells the Boot anp SHoe REcoRDER: 

“IT have a dozen or more pairs of 
men’s high button shoes. They are 
mis-mates. One is a 54% D, the 
other a 7 C. They are shoes that 
have been worn but inasmuch as 
the fellow who owned them only 
walked from his deor to a car— 
and from the car back to his door— 
they are barely soiled. 

“The point is, this fellow died 
and his wife, in the belief that they 
may do someone some good, de- 











livered them to me to do as I 
thought best with them. They are 
not for sale! I merely want to give 
them away to an individual or an 
organization that can make use of 
them. 

“The only stipulation is that who- 
ever wants them must pay the 
freight or express charges.” 
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SHOES HAVE ENTERED the Ex- 
change! Some time ago J. and J. 
Slater, of Madison Avenue, New 
York, received the following letter 
from Anneli B. Van Diyk in Rys- 
wigh, Holland: 

“You'll be surprised getting 
my letter. I don’t think you are 
used to letters like this anyway. 
Somehow I got The New Yorker 
and read your advertisement 
‘Perky Shoes.’ I nearly got sick. 





Such a lovely shoe I’ve never 
seen in all my life. As a matter 
of fact I’ve not seen, let alone 
had, a good pair of shoes during 
the wartime years. 

“I should love to have a pair 
of ‘Perky’s.’ I should be the most 
happiest girl in the world. If 
there are no ‘Perky’s’ any more, 
another pair of shoes will be just 
as good and Ill be just as happy. 

“But now we come to a tender 
point. I can’t send you the 11.95 
dollars because we can’t get dol- 
lars in Holland. Isn’t that terri- 
ble? I will pay you with all 
kinds of pleasure but can’t do it. 
Yes, I can send you Dutch money 





but I can’t imagine you can use 

it. 

“Now listen, dear Sir. I am 
an artist and I could send you a 
painting—a Dutch landscape for 
instance or something else; just 
tell me what you should like to 
have. I’m making very funny 
dolls, too, not for children but 
for grown-ups. 

“I hope with all my heart that 
you will do it.. I'll put a piece of 
paper in this letter that’s the 
length of my foot; otherwise I 
don’t know how to tell you my 
size.” 

Larry Horan, head of J. and J. 
Slater couldn’t resist such an earn- 
est plea and immediately dispatched 
a pair of PERKY’S. Believe it or 
not, the young lady kept her part of 
the pact by sending a very beautiful 
doll in return and it is now the 
proud possession of Mr. Horan’s 
niece. 





ABOUT PROFITS! 


—Several years ago Boot and Shoe Re- 
corder issued a desk card for the No- 
tional Shoe Fair carrying this message: 

—MAKE A PROFIT OR QUIT. 

—At a subsequent Shoe Fair we empho- 
sized the same thought in this message: 

—THE PURPOSE OF BUSINESS IS 
PROFIT. 

—And now, again, we emphasize the 
foregoing statements with this thought: 

—PROFIT IS THE REWARD OF GOOD 
MANAGEMENT. 

—Unfortunately, there is today a certain 
stigma attached to the word “profit.” 

—This is certainly unjustified and is ma- 
liciously spread by those who are hos- 
tile to the basic principles that have 
made our country the greatest Power 
in the worid. 

dee be ashamed of a profit . 
vided it is the result of honest — 
uct, honestly priced, and—able Man- 


agement. 


EUs yo 


President. 





BARNEY WORTHMAN of Fulton 
Leather Goods, New York was 
literally swamped, at the Shoe Fair, 
with requests for additional copies 
of his give-away card: 
“Samson slew ten thousand 
Philistines with the jawbone of an 
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ass. More than that number of 
sales are killed every day by the use 
of the same weapon.” 
CLAYTON F. VAN PELT, presi- 
dent of Fred Rueping Leather Com- 
pany, Fond du Lac, Wisconsin, 
addressed the employees and their 
relatives on the occasion of the 
anniversary celebration and out- 
lined in detail some eighteen poli- 
cies followed by the company to 
assure health, happiness and pros- 
perity. He said: 

“There are four distinct groups 
to our Company — Stockholders, 
Employees, Management, Custom- 
ers. When policies are made for the 
Company, great care must be taken 
so that the policy will be fair, just 
and equitable to each one of these 
groups . . . After all, it is not the 
brick or mortar, or the machines in 
our plant that make this Company 
go ahead, stand still or go back- 
wards. It is the people that make 
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this plant a failure or a success— 
the four groups I mentioned before. 
All working together as a team, we 
cannot help but be a good indus- 
trial citizen of this community in 
doing our part, not only to our em- 
ployees, stockholders and customers 
but to the people of our city.” 
o . . 


RALPH MASTERS of the Masters 
Shoe Company in Rockford, IIL, 
says: 

“After six years of wartime mer- 
chandise, people are now clamoring 
for new things. They are more 
style conscious and more particular 
as to proper size and width of the 
shoes they buy. The younger set is 
taking to the white and green sad- 
dles as well as the red and black 
and white with red—in place of the 
usual white and black and white 
and tan combinations.” 

Mr. Masters is observing his 
forty-fifth year in the shoe business. 











“Well, you asked to see a pair of mules!" 
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ditorial outlook 


Pairage and the Price Level 


ALTHOUGH the National Shoe Fair held in Chicago 
in the closing days of October was undoubtedly one 
of the biggest gatherings of its kind ever staged by the 
industry, it proved even less conclusive from the stand- 
point of actual results than the show held last April 


in New York. The volume of buying was disappoint- 
ing to many of the manufacturers who exhibited, and 
the show ended with the shoe trade still facing the 
unresolved problems of what and when to buy for 
Spring and at what prices. It left retailers even more 
perplexed than they had been as to how they are to 
supply the shoe needs of their customers at prices 
those customers will pay. 

That, of course, wasn’t the fault of the Shoe Fair. It 
would have been too much to expect retailers and manu- 
facturers to get together and solve everything in three 
or four days in times like these, when the entire back- 
ground picture of price, demand and supply is changing 
from day to day. Perhaps the Fair did contribute more 
than most people in the trade realize toward giving 
retailers and manufacturers a better understanding of 
the problems and viewpoints of each other, and thereby 
paving the way for a more stabilized situation later on. 


To summarize in a few words the story of the show, 
what happened was this: The thousands of retailers and 
buyers who went to Chicago found themselves con- 
fronted with a general price increase that they had not 
fully anticipated. The increase in shoe prices was pred- 
icated on higher priced leather and raw materials, also, 
to some extent, on recent increases in wage rates. 
Some manufacturers, in announcing price increases, 
had stated at the same time that the so-called “escalator 
clause” would be eliminated. Others insisted on retaining 
the escalator clause. The result was confusion. Some 
retailers were able to discover Spring lines in which 
they were interested at figures that warranted im- 
mediate purchases, and in such cases orders resulted. 
But for the most part buying was spotty. There were 
definite indications of price resistance on the part of 
retail buyers and they in turn brought to Chicago 
reports of mounting resistance at the consumer level. 
This attitude was quite general among independent retail 
shoe merchants; it was even more apparent among 
chain store representatives. J. O. Moore, president of 
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the National Association of Shoe Chain Stores, said 
in a statement: 

“Chains are in a rapidly closing vise after 12 months 
of continuous absorption of higher costs. They are 
squeezed by inability to absorb further on one side and 
on the other by the probability of even further declines 
on pairage sales. These reasons make it imperative for 
shoe chains to resist all but the most essential shoe 
cost increases, and to subject all requests for price 
increases to intensive scrutiny. It is hard for shoe chains 
to extend general sympathy to all price increases based 
on so-called replacement pricing theories, particularly 
when examination of financial statements of certain 
segments of the industry which are employing replace- 
ment pricing shows that lavish reserves have been pro- 
vided to cushion the same firms for prices on the 
downgrade. 

“Shoe chain stores will resist replacement pricing. 
They are much too close to the buying public’s purse 
strings. They know that further increases mean a 
definite reduction in the number of pairs of shoes the 
public will buy, with all its implications for a decrease 
in pairage.” 

Those are pretty strong words, and it may be said 
that they express merely the viewpoint of one segment 
of the trade, the segment that has the most vital interest 
in restoring a relatively low shoe price level. Never- 
theless, it must be conceded that a great many inde- 
pendent retailers today share pretty much the same 
viewpoint, and many manufacturers are coming to 
realize that shoe prices have probably reached or 
passed the peak at which maximum production, sales 
and profits, over the long term, can be maintained. Mr. 
Stephenson emphasized very strongly in his address 
at the annual meeting of NSMA, the relationship be- 
tween price level and volume, when he asked for a 
realistic approach to present problems and declared 
that “higher prices mean fewer pairs.” 

And so it appears that the shoe industry once more 
finds itself at the crossroads, confronted by a fateful 
decision. Will it try to maintain its current rather 
satisfactory prefit position by making and selling fewer 
pairs of shoes at higher prices? Or will it continue to 
operate on the principle that has guided so much of the 
industry's thinking in recent years, namely, that the 
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George Hess New Head of NSRA, 
Manufacturers 


f ROM the standpoint of program 
and procedure, the National Shoe 


Fair held in Chicago the week of 
October 27 followed closely the pat- 
tern of previous fairs. It opened 
Monday with a noonday luncheon 
session at which greetings and wel- 
come were extended by the presi- 
dents of the two national associa- 
tions, Lawrence B. Sheppard, of the 
manufacturers, and Edward C, Orr, 
of the retailers, There was no fea- 
tured speaker at this gathering, the 
rest of the meeting being given over 
to the showing of a picturama en- 
titled “The New America.” The 
customary luncheon sessions were 
omitted Tuesday and Wednesday to 
leave the time free for retailers to 
inspect manufacturers’ lines, which 
were on display at five Loop hotels, 
with headquarters at the Palmer 


House. The other official Shoe Fair 
hotels were the Stevens, Morrison, 
Congress and Chicagoan. 

Directors of the National Shoe 
Retailers Association met during 
the Fair and elected George B. Hess, 
of N. Hess Sons, Baltimore, as presi- 
dent of the association, succeeding 
Edward C. Orr, of Potter Shoe Co., 
Cincinnati. Four vice-presidents 
were elected, as follows: Morris 
Cronkhite, Turrell’s, Seattle; Gilbert 
Hahn, William Hahn & Co., Wash- 
ington, D. C.; Albert Wachenheim, 
Imperial Shoe Store, New Orleans, 
and Michael Murphy, Krupp & 
Tuffly Shoe Co., Houston. David S. 
Hirschler, of Hofheimer’s, Norfolk, 
was re-elected treasurer. 

Members of the N.S.R.A. balloted 
earlier in the Fair and elected nine 
directors, including three new mem- 


Officials of Shoe Fair discuss luncheon plans with guest speaker. 

Sheppard Spink of Life. Seated left to right: L. B. Sheppard, presi- 

dent, NSMA; Mr. Spink; E. C. Orr, retiring president, NSRA. Stand- 

ing, left to right: Roger A. Selby; W. W. Stephenson, executive vice- 

president, NSMA; L. V. Hershey; M. A. Mittelman; Harry E. Fontius; 
Harold F. Volk. 





bers of the board, namely J. Addi- 
son Cox, Sr., Robinson Shoe Co., 
Kansas City, Mo.; Harold Wagner, 
Jr., Wagner’s Shoe Store, Brattle- 
boro, Vt., and Fred N. Wells, Wells 
& Frost, Lincoln, Neb. Directors 
re-elected are Larry J. Horan, J. & J. 
Slater, New York; Paul A. Jesberg, 
Jesberg Shoe Store, Los Angeles; 
Paul O. Kuehn, South Bend; Wil- 
liam L. Miller, Miller Taylor Shoe 
Co., Columbus, Ga.; Morris Cronk- 
hite, Turrell’s, Seattle, and Gilbert 
Hahn, William Hahn & Co., Wash- 
ington, D. C. 

At a meeting of the board of di- 
rectors of the National Shoe Manu- 
facturers’ Association on the closing 
day of the Fair, Lawrence B. Shep- 
pard, president of the Hanover Shoe 
Co., Hanover, Pa., was re-elected 
president of the association. Also 
re-elected were: W. W. Stephenson, 
executive vice-president; Harold R. 
Quimby, secretary; and E. S. 
Gerberich, of the Gerberich-Payne 
Shoe Co., Mount Joy, Pa., treasurer. 
Elected vice-presidents were: John 
A. Bush, Brown Shoe Co., St. Louis, 
Mo.; B. A. Gray, International Shoe 
Co., St. Louis, Mo.; Charles F. 
Johnson, Jr., Endicott-Johnson Cor- 
poration, Endicott, N. Y.; Louis H. 
Salvage, the Louis H. Salvage Shoe 
Co., Boston; and Harold O. Toor, 
H. Jacob & Sons Co., Inc., Hanover, 
Pa. 

The annual meeting of the mem- 
bers of the National Shoe Manu- 
facturers Association was held Mon- 
day evening, October 27, in the Red 
Lacquer room of the Palmer House, 
at which time directors were elected 
and reports presented by officers of 
the association. 

Supply outlook, prices, produc- 
tion prospects, labor relations and 
publicity were highlights of the dis- 
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Re-elect Sheppard 


Elections Take Place at Shoe Fair 
in Chicago — Stephenson Warns 
NSMA That Higher Prices Mean 
Fewer Pairs, Recommends Realistic 
Appraisal of Conditions Facing In- 
dustry—Merchants in Mood of Un- 
certainty; Probabilities Point to 
Short Commitments. 


cussion on this occasion. It was a 
dinner meeting and President Shep- 
pard was chairman. 

After a brief opening address, 
Mr. Sheppard called upon Herbert 
N. Lape, Sr., chairman of the Nom- 
inating Committee for his report. 
Other speakers, following the elec- 
tion of directors, were Executive 
Vice-President W. W. Stephenson 
who discussed shoe demand and 
production prospects; John H. Pat- 
terson, economist of the association; 
Benjamin Seligman, counsellor on 
labor relations, and Harold R. 
Quimby, secretary, who described 
in an interesting way the compre- 
hensive shoe public relations pro- 
gram that is being carried on for 
the association under his direction 
and supervision. 

Eleven manufacturers were elected 
to the Board of Directors of NSMA 
for a three-year term. New mem- 
bers who are serving on the Board 
for the first time are: A. W. Cad- 
well, Freeman Shoe Corp., Beloit, 
Wis.; Seymour Fabrick, Vogue 
Shoes, Inc., Los Angeles, Cal.; Galen 
B. Horner, Lancaster Shoe Com- 
pany, Elizabethtown, Pa.; E. J. Mc- 
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Carthy, A. G. Walton & Co., Inc., 
Chelsea, Mass.; Norman McDonald, 
Johnson, Stephens & Shinkle Shoe 
Co., St. Louis, Mo.; and W. L. 
Reardon, Daniel Green Co., Dolge- 
ville, N. Y. 

Others who were elected as di- 
rectors for a three-year term are: 
B. Harrison Cort, Stacy-Adams 
Company, Brockton, Mass.; Irving 
S. Florsheim, The Florsheim Shoe 
Co., Chicago, Ill.; Maxey Jarman, 
General Shoe Corporation, Nash- 
ville, Tenn.; J. L. Moran, Moran 
Shoe Company, Carlyle, Ill.; and 
Joseph S. Stern, The United States 
Shoe Corp., Cincinnati, O. All of 
the preceding individuals served on 
the Board in 1947 as vice-presidents 
of the association. 

Chairmen of standing committees 
who were elected at the annual meet- 
ing are: Style Committee, Joseph 
S. Stern, The United States Shoe 
Corporation, Cincinnati, O.; Trade 
Relations Committee, Weir Stewart, 
Marshall, Meadows & Stewart, Inc., 
Auburn, N. Y.; Legislation and 
Federal Relations Committee, Maxey 
Jarman, General Shoe Corporation, 
Nashville, Tenn.; Membership Com- 


GEORGE B. HESS 


mittee, Louis H. Salvage, Louis H. 
Salvage Shoe Company, Boston, 
Mass.; and Resolutions Committee, 
Roger A. Selby, The Selby Shoe 
Company, Portsmouth, O. 

Mr. Stephenson told the members 
of the manufacturers’ association 
in his report that the results of the 
Roper survey of the shoe trade will 
be made available to them in the 
latter part of December. 

“I believe all of you are familiar 
by now with the general background 
and the purpose of this program,” 
said Mr. Stephenson. “In order for 
you to get the most benefit from the 
final results you should know more 
about the nature of the questions, 
the kind of information that will 
be secured, and the way the study 
will be broken down. 

“Five separate questionnaires are 
being used covering: adult men; 
adult women; boys 12 to 17 years; 
girls 12 to 17 years; and women 
with children 1 to 17 years. These 
questionnaires will be broken down 
further by age groups, by occupa- 
tion and by economic level. The 
questions are designed to bring out: 
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SHOE FAIR 
PICTORIAL 


RECORDER CAMERAMEN HAD A HEYDAY 
AT CHICAGO SNAPPING CANDID SHOTS 
OF SHOE MEN, MOST OF WHICH AP- 
PEARED IN BOOT AND SHOE RECORDER 
DAILY. HERE ARE OTHER CHARACTERIS- 
TIC GROUPS CAUGHT BY PHOTOGRAPH- 
ERS IN CLOSING HOURS OF FAIR. 


Julius Schnitzer, government leather chief, was guest at Dewey 
& Almy breakfast. He is next to Henry M. Spelman, Jr., who 
is at extreme left, top row in photo. T. E. Miller, executive 
vice-president, is at center this table; William F. Mott, Darex 


sales manager, at his right. 


Above group, photographed in Colt-Cromwell exhibition room, 
where boots as well as shoes were on display, includes, left to 
right: Leonard Marks, Ben Berwal, Joseph Asheim, Phil Speir. 


This group in Knipe Bros. Shoe Co. room includes Fred Knipe, 

at extreme left; Abe Horowitz, well-known cut sole executive; 

Ray Bowen, standing; Morris Oberfield, Knipe Bros. sales 
manager; and Bill Hubbard. 


Louis Rosen and representatives of Garfield & Rosen greet Gentlemen from the South admire moccasins made in the 
Schiff Company buyer. Left to right: Mr. Rosen; MacLiven; North. Left to right: I. Rosen, Memphis, Tenn.; Louis Lever. 
Elliot Miller; and Milt Rubinson of the Schiff Company. one, Hammond Moccasins; and Robert S. Love, also of Memphis. 
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Sir Walter Shoes are shown to good advantage by Sidney In happy agreement over the activity at the Fair are these two 
sales manager, left, to the following, left to right: Dan Grimes, men from Thayer, McNeil Company, Boston. Shown here are 
Harmon Shoe Store, Ironton, Ohio; R. Vance, Charles Hath- Henry Dahl, general merchandise manager, and Frank Casey, 


In the Gerda Footwear room, Carl Holbrook of Hamilton, O.., Morgan Rose, well known retailer from Houston, Tex., chats 

and Carey German of Ferndale, Mich., piace their orders. Left with W. W. Leavitt on the merits of new “Skokie” in M. A. 

to right: Mannie Green, Gerda representative; Mr. German; _ Packard exhibition room, while H. L. Whitman looks on with 
Mr. Holbrook; Herb Yassky of Gerda. interest from the extreme right. 


Morris Goldman, impresario of shoe store furniture styling, 

proudly displays his parade of modern interiors to Bell Benjes, 

president of London Character Shoes in the Palmer House 
Exhibition Hall. 
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FRESHNESS ano VARIETY xkevnore 


For the First Time in Six Years, New Silhouettes and a Wide Range of 
Colors Greeted Visitors to the National Shoe Fair. 


I; you were one of the thousands who streamed through Chicago 
hotel rooms a fortnight or so ago, color was probably the first 
thing that struck your eye. The shoe industry has been hungry 
for color for years, and the Shoe Fair gave the eyes something 
to feast upon in the colors displayed there in monotones, two-tones 
and multicolors in reds, greens, cocoas, grays, blues, violets, yellows 
and oranges and pale pinks, blues, lilacs and other lovely pastel 
tones. 

Perfect answer were many of these to the need for something new 
to sweeten stocks and brighten displays, to sell that extra pair and 
to please a special, style-conscious customer. And that is how 
merchants apportioned their orders at the show. Although some 
manufacturers reported a larger percentage of orders going into 
novelty colors, real pairage, as always, went into black and navy 
and brown and tan in tailored and walking shoes. Cocoa, several 
seasons old now in its Balenciaga version, but in a new shade for 
1948, showed definite gains in Spring orders. However, red and 
green still took first place following black, navy and brown. Some 
manufacturers reported green, the lighter of the two Spring shades, 
to be ahead of red in their orders. To many, however, red re- 
mained in first plade. 

White trimmed with color in unusual variations on the classic 
spectator and in dressier white shoes appeared as an important 


“Slave Girl” sandal with equally 
distributed straps resembling 
the classic Roman Sandal. The 
sole is flat to the ground, This 
is one model of a new style 
series made by Ted Saval. 


iis ‘ J 
——— 


Typical of the new trimmed white shoe, 
this dressier pattern, appliquéd in col 
ored cobra from Stiebel. Two shades of 
green blend in high back sandal from 
Rice-O’Neill. Gunmetal combines with 
gray suede in pump from Johansen. 














SPRING LINES 


by ELEANOR M. RUTTY 


trend for 1948, giving a fresh look to trimmed white 
shoes and making them adaptable to more kinds of Sum- 
mer clothes. Black patent leather, according to several 
manufacturers, was receiving more interest than usual as 
a trimming on white. Red, green and blue on white ap- 
peared in most lines showing white shoes. Gold was used 
on dressy white shoes in a few style lines. 

Aside from striking multicolor combinations of which 
there were many, some uses of color with cocoa and 
gray are worth noting. Brown with cocoa was, of course, 
an obvious combination ; green with cocoa, unusual and 
pretty. Black patent leather with gray suede made a very 
smart shoe in one high style line. Gunmetal with gray 
suede had the suave look that comes from combining 
two closely allied colors. Metallics, it should be noted, 
appeared in a fair number of style lines in bronze, gun- 
metal and, at least in one instance, in blue. Gold, in its 
current role as a leather for casual, as well as evening, 
shoes appeared in a great many sample rooms. Gold, 
silver or white piping on dark shoes continues as one 
of the most feminine and attractive trimming treatments 
for daytime shoes. 

[TURN TO PAGE 109, PLEASE} 


New “Freedom Last” from San Loo. Soft low heel ghillie, 

typical 1948 sport shoe, from Florsheim. Beige trimmed with 

green in an attractive combination, in a wedge stepin from 

Mode-Art, Jr.. by Moulton-Bartley. Butcher linen ankle strap 
with gold bells at the throat from Prima. 














SOFT ano DELICATE, 


NEW TREND IN FRENCH SHOES 


Ultra-feminine high note of this 
black afternoon costume by 
Balenciaga is the wide embroi- 
dered collar emphasizing the 
softened shoulders in a modified 





Roman sandal, 1948 
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Harmonizing With the Very Feminine Feeling of the New 
Clothes, French Shoes Are Designed to Flatter the Ankle 
and Accentuate the Delicate Look of a Woman's Foof. 


by DORA LOUES MILLER 


| ne have always been the staccato notes of 
fashion, but this coming Spring promises to make the 
top and bottom of the figure the signposts of new fash- 
ions. And so it is the neck and feet which are the guide- 
posts in 1948. 

The emphasis, the hallmark if you will, of new fash- 
ions seems to be best expressed in the finish of the neck, 
and the footwear which gives the final accent to the new 
clothes. Many designers say that the way to woo women 
to the new figure changes, the dropping of the too- 
heavy padding of the shoulders, is by the bit of flattery 
at the throat and neckline pointing to the Impressionist 
School of painting so magnificently exemplified this 
Summer in the Jeu de Pommes exhibit in the Tuileries 
as the inspiration for the new clothes. As an indication 
of the new line, we are immediately struck with the em- 
phasis placed by these artists on a glimpse of ankle as 
the maximum of femininity. So along with the fichu, 
the jabot, the coquetry of a flash of embroidery or fine 
fabric ruffled at the throatline, we find the same delicate 
feeling in the new footwear. This new feeling is not 
only worked out in fine leathers and fabrics till the old 

[TURN TO PAGE 112, PLEASE] 
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Rich Variety 


Many Colors and Leath- 
ers, Platform Soles and 
High Heels. But the 
Average Austrian Can 
Hardly Buy a Pair of 
Shoes Even with Coupons. 


oe thousand visitors 
are reported to have attended 
the Autumn Fair in Vienna 
on the opening day this year. 
The number of beautiful 
things exhibited was noted 
by the press with pride as 
proof of Austria’s achievement 
in technical proficiency, ar- 
[TURN TO PAGE 92, PLEASE] 


All designs shown are by Os- 
kar Lehmann of Vienna, as is 
the accompanying report on 
the Fair. 


in Austrian Styles 
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The main floor women’s shoe salon of the downtown El Paso store, with stairway and elevator 


in background. Chairs are alternately dusty rose and blue; carpeting is beige, black and rose. 
Note novel position of shadow boxes high on the walls. 


THIS SHOE STORE 


GREW“ WEST 


Given Bros., Established in El Paso, Texas, Early 
In This Century, Has Flourished and Expanded 
With That Booming City, Until, in Its 35th Year, It 
Boasts of Eleven Retail Outlets in the Southwest. 


CHARLES GIVEN 
by MARTIN KERN 


Entrance to the lobby of the three-floor store The accessory bar flanks the women’s shoe salon on the right. 
in El Paso. Walls are light and dark ma- Woods used are birdseye maple and primavera, highlighted by 


hogany, ultra-modern in design. a lattice work canopy. 
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Entrance to the Young Colony shop is on the second floor. 
Skillful use of green gives the room a Spring-like atmosphere. 
Bamboo wallpaper catches the eye, while carpeting, fitting 


stools and chairs are of light green. 


= no telling what can happen when a train 
stops. Take, for example, the story of Given Brothers 
Shoe Company, El Paso, Texas. 

In 1907 a young man named Charles Given was en 
route from Dallas to California. Noting that his train 
stopped in El Paso, he decided to spend the night and 
visit Mexico. Just off the train, the first person Charles 
Given encountered was Frank Muse, a wholesale shoe 
salesman with whom he was acquainted. A highly pro- 
pitious meeting, pointed out Mr. Muse. An El Paso 
store, one of Muse’s better accounts, had just lost a 
salesman. Given was an experienced shoe man. Did 
he want the job? Young Mr. Given was dubious. El 
Paso was very much a border town. Its population of 
40,000 was a mixture of substantial citizens and border 
loughs. The streets were unpaved. A little rain necessi- 
tated rubber boots, or mud to the knees. Gambling 
was wide open and wasn’t the only vice flourishing 
unabashed. Furthermore, armed men were still to be 
seen walking the streets, Mr, Given would like to think 
it over. 

But Mr. Given was missing the point, said Mr. Muse. 
El Paso was in a transition period, changing from an 
outlaw town to a peaceful and respectable community. 


The men’s shoe department, flanking the accessory bar, has its 
own entrance, Leather club chairs are alternately deep red and 


tan; walls are done in a rose color. 
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The Circus Room is a popular place with young- 

sters. Its walls are a profusion of bright colors; 

merry-go-round, calliope music, animal decorations 
add to the circus atmosphere. 


Jt was growing fast, and its possibilities were unlimited. 
The closest large city was 600 miles away. There was 
no longer any danger from gun duels. It had been 12 
years since John Wesley Hardin, one of the world’s 
mest cold-blooded gunmen, had been shot in the back 
in an El Paso saloon. What Mr. Given was seeing were 
the last manifestations of an era that had passed. Oppor- 
tunities for an ambitious young man were abounding in 
El Paso. Surely Mr. Given could see——. All right. 
Mr. Given could see. He was convinced. He would 
take the job. 

Charles Given had previously worked in the shoe 
department of Rosenthal’s, a highly reputed store in 
San Francisco. This was prior to the historic quake and 
fire in 1906. He had also worked in shoe departments in 
Gunlacks and Bakersfield, Cal. From there he had gone 
to Dallas and worked for Volk Brothers. So acceptance 
of the El Paso job found young Given pretty well pre- 
pared. 

The job was with the shoe department of the local 
Lerner store. After a brief period with Lerner, he 
joined the Guarantee Shoe Company, now Given’s big- 

[TURN TO PACE 92, PLEASE] 


Exterior of the firm’s newest store, located in a 
suburban community, Pastel green is used for the 
facade; the sign is characteristic. 
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INTRODUCTION 


TO SHOE RETAILING 


y 
EDWARD ROSE 


Operating a retail shoe store 
entails more than the actual 
physical process of buying and 
selling. Here in easy-to-take 
form is a thorough study of a 
retail footwear operation. 


First Chapter in a Concentrated Course on the 
Fundamental Principles of Footwear Distribution 


os was a quick fellow, so when the big 
idea hit him, he went right to the boss with it. “Mr. 
Hultz, I'll have to give you notice.” 

The boss was surprised. “I thought you liked work- 
ing here.” 

“I do. But I'll be better off running my own store.” 
Joseph was happy to see the impression this made on 
the boss. “I’m going to start my own store.” 

“Your own store! You’ve worked here only four 
months. Do you feel that you know enough about the 
business to start your own store?” 

“Oh, sure. I know how to sell shoes. I mean I 
learned a lot from you and from the shoe magazines 
you get and from the books you suggested. Don’t get 
me wrong, Mr. Hultz. I know you've done a lot for me 
and I appreciate it. But I don’t see why I shouldn’t go 
out and make a killing on my own.” 

“Killing?” 

“Sure, killing. Anybody can make a go of business 
today. You can’t miss. I know the profits are there. 
You buy the shoes for five dollars, sell them for eight 
dollars, and pocket the difference.” 

“Just like that, huh?” 


7% 


“Just like that.” 

“Joseph, I like you. I'd hate to see you go out and 
hurt yourself. In your youthful impetuosity you may 
think that four months is sufficient time to learn all there 
is about the shoe business, It may be. It may not be. 
But I’d suggest that you stay on a while longer. I’ve 
spent more than twenty years in the business. I’ve made 
plenty of mistakes; I still make mistakes. Perhaps that’s 
the only way I can learn. If you'll stay on for a while, 
I'll be glad to try to teach you some of the things I’ve 
learned so you won't have to make mistakes to find 
them out.” 

“That’s awfully nice of you, Mr. Hultz, but the way 
I figure it, I’ll be losing time and money. I'd be mak- 
ing a lot more working for myself than for you. No 
offense meant, but everybody knows that the employer 
doesn’t pay the employee all the money he earns.” 

Mr. Hultz couldn’t suppress a smile. “I see you’re ripe 
for a labor organizer, Joseph. But I'd rather not argue 
the point. Let me ask you, where are you going to 
open?” 

“T haven’t found a store yet but I can find one if I 

[TURN TO PAGE 110, PLEASE] 
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Left — At the extreme 
right (not shown) of Yo- 
land’s third-floor depart- 
ment for teen-agers and 
children, are platforms 
for the very young. Tha 
mirrored wall at the left 
gives an illusion of spa- 
i B race- 


pose of furnishing a max- 
imum number of seats 
without over-crowding 
the selling floor. 


NEW STORE SELLS 


ONEY BRANDED LINES 


Yoland's, One of Boston's Newest Re- 
tail Shoe Establishments, Has Ten 
Departments Featuring Branded Shoes 


Dictnis to the proposition that well-advertised, 
branded lines can be sold even during periods when 
purchasing power seems to be decreasing, one of Bos- 
ton’s newest and largest shoe stores—Yoland’s—elected 
to open at the corner of Washington and West Streets 
one week prior to Labor Day and is currently making 
a not inconsiderable bid for its share of the business of 
that city and its suburbs. 

It has ten departments on three floors, a salesforce of 
more than 25 experienced men, seats comfortably 220 
customers, and its designers, in their treatment of the 
exterior and interior, have followed closely the trends 
outlined many times by leading store architects in all 
parts of the country. 

The first floor feature is a large accessory department 
with a large assortment of handbags and hosiery. 
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Women’s style and orthopedic shoes are sold on the 
second; with play shoes, slippers, teen-age, children’s 
and infants’ footwear on the third. The upper floors 
can be reached by a winding carpeted stairway or by 
elevator. 

Both settees and individual chairs are used for seating 
customers, the former gracefully curved and placed near 
the center of the selling floors, the latter placed with 
their backs to the walls. All are upholstered in leather 
in pastel pink, gray and green. Supporting columns are 
covered with mirrors, and a mirrored wall on the third 
floor adds to the feeling of spaciousness. All woodwork 
is light and the entire store is air conditioned. 

General manager of the new store is Melvin S. 
Ludwig, who, until recently, was buyer and a store 
executive of Wilbar’s shoe store, also in Boston, with 
which firm he was connected for nineteen years. Mer- 
chandise manager is Samuel Wallace, at one time a 
buyer for the Jordan Marsh Company and more recently 
with Richards & Co., another well-known Boston shoe 
store. Included in the branded lines featured are Amer- 
ican Girl, Dorothy Dodd, Magic Stride, Drew’s Arch 
Rest and Peters’ Weatherbird. 
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George Hess New Head of NSRA 


1. the attitude of consumers to- 
ward shoes; 2. their use customs; 
3. their purchase habits. 

“Under the classification of at- 
tidudes toward shoes, we may get 
information which will make un- 
pleasant reading. The frank criti- 
cism of consumers could be ex- 
tremely valuable in enabling us to 
correct faults in styling, construc- 
tion, advertising or selling which 
otherwise might not be brought to 
light. 

“Under use customs we can gain 
much information which will enable 
the industry to provide wanted types 
of footwear. This in itself can re- 
sult in an increased volume of busi- 
ness. It may also enable us to avoid 
costly experimental errors. 

“Under purchase habits we will 
learn more about when and why 
shoes are bought, what price ranges 
are most wanted, type outlet in 
which the various groups like to 
shop, and much other valuable in- 
formation. We should learn the 
true importance of seasonality to 
the consumer.” 

“Throughout 1946,” Mr. Stephen- 
son observed in his report, “most 
shoe people allowed their optimism 
about postwar demand and produc- 
tion to carry them to dizzy heights 
and we heard talk of 600 million 
pairs a year, 700 million and even 
higher figures. In an effort to sub- 
stitute realism for over-enthusiasm 
we showed during our annual meet- 
ing last year a series of charts which 
related shoe production directly to 
prices and consumer spending. The 
purpose of these charts was not to 
forecast over a long period the ex- 
act quality of shoes that could be 
made and sold but to bring into 
sharp focus the inseparable rela- 
tionship between pairs, prices, and 
consumer spending. 
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“The figures we projected into 
the early part of 1947 were far less 
optimistic than those in general con- 
versational use in 1946. In actuality 
the charts projected production and 
sales for the first quarter of 1947 
with amazing accuracy. As we came 
into the second quarter, for perfectly 
understandable reasons the actual 
production curve turned downward 
even more than the trend line on the 
charts indicated. 

“Our experience in 1947 has 
demonstrated clearly that higher 
prices mean fewer pairs. Our prob- 
able production in 1947 will be ap- 
proximately 70 million pairs below 
the record established in 1946. Very 
little of this loss will be on conven- 
tional leather shoes. Most of it will 
be made up of non-leather shoes and 
house slippers. It is doubtful if 
more leather shoes of the type and 
quality wanted by the public could 
have been made this year from the 
materials available. It is doubtful, 
also, whether more such shoes could 
have been sold at the prevailing 


prices had they been made. It must 
be obvious then that materials, pro- 
duction and demand have been in 
a state of fine balance throughout 
this year. 

“As we face still higher prices 
in 1948, we would be unrealistic if 
we did not recognize the virtual 
certainty of these higher prices 
meaning fewer pairs. I would not 
undertake to forecast the quantity 
of shoes which can and will be sold 
next year. I am confident that we 
will get slightly less than 2% of 
total consumer spending and that 
this will constitute a fairly inflexible 
ceiling in the volume of business the 
shoe industry can expect. If you 
will multiply 1.9% times your esti- 
mate of consumer spending in 1948, 
and divide the result by your esti- 
mate of the average retail price of 
shoes, in my opinion you will have 
a close approximation of the pairs 
we reasonably can expect to sell. 

“Before Mr. Patterson begins his 
discussion of supplies and prices | 
want to emphasize the importance 
of the kind of unbiased factual in- 
formation he will present as op- 
posed to the assumptions and falla- 
cies which develop in this industry 
from rumors and conversations. I 
continually hear the expression of 
firm convictions which are based not 
on facts but on what some tanner, 
some retailer or some manufacturer 
has offered as a private and an un- 
informed opinion. We don’t pre- 
tend to know all the answers and 
we have no crystal ball but we do 
devote a great deal of time to an 
objective analysis of factual data 
and a study of market trends both 
in supplies and in consumer de- 
mand. The results of these studies 
are given to you on an unbiased and 
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Today — as a Thousand Years Ago... 


The priceless ingredient in any merchandise is its 
reputation for Quality. Fulflex Elastic thread has al- 


ways maintained this standard. 


Stylists, designers, and manufacturers realize that 
Fulflex precision cut elastic thread with its uniformity 
of stretch and tension —plus its durability —is a 


Quality Must in shoe goring. 


-@ Carr-Fulflex* @m 
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One sale 
Invites another... 
WHEN YOU SELL THE EASY TRIMFOOT WAY 


Yes, “double sales” are easy with Trimfoot cppliances. Women who wear high style 
shoes quickly recognize the fact that these appliances relieve “high heel strain” 

on the metatarsal arch and minimize foot aches and pains. And, when they see how 
Trimfoot appliances slip into the shoe easily and become part of the shoe 

itself, they're quick to buy an extra pair for other shoes. 


That means extra sales, extra profits, and more money for the shoe salesmen. But 
that's not all. Trimfoot Appliances save sales because they relieve the discomfort that 
customers often blame on shoes. They make odd size feet easier to fit. 

And they help build repeat business for shoes as well as appliances. 

The Trimfoot Man — you'll recognize him by the dollar bill in his breast pocket — 
will tell you about the generous markup of Trimfoot Appliances and show you how to 
boost sales and increase profits. Write to Trimfoot today and ask him 

to call at your store soon! 


‘APPLIA NCE TRIMFOOT COMPANY 
e 


TRIMFOOT TERRACE 
PRODUCTS Cues} FARMINGTON, MO, 
DIVISION 
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ACTIVITY REVIVES IN 
BOSTON STORES 


With the end of the long-drawn-out 
period of unseasonably warm weather, 
there has come a revival of activity in 
Boston’s retail shoe stores and depart- 
ments, although not enough, it is gen- 
erally admitted, tg offset the decreases 
which were almost daily occurrences 
throughout the latter part of October. 
As a result, inventories have piled up 
in many stores, and while this may be 
reflected in some curtailment of buy- 
ing for Spring, merchants point out 
that the shoes now on their shelves 
are mostly basic types which can be 
“sweated off’ as business picks up 
later. 

With few exceptions there have been 
no price reductions. The Walk-Over 
Tremont Street store has been holding 
a pre-inventory sale of women’s shoes 
at prices ranging from $6.95 to $12.95; 
and the Douglas store on Summer 
Street has been selling an assort- 
ment of suede and smooth leather 
pumps and slingbacks carrving me- 
deum to low heels at a flat price of 
$4.95, a reduction of from $1 to $3 
per pair. 

In all stores black suede is reported 
popular. 

At the Thayer McNeil store, all- 
over black suede shoes in a wide 
variety of patterns are being pushed, 
as well as black suede with calf- 
trimmed vamps. The latter sell for 
$10.95. 

Acceptance of patterns with the so- 
called “new look” is reported at 
R. H. White’s shoe department on 
Washington Street. Favorites there 
are such patterns as high-riding vamp 
types with open or closed backs and 
ankle straps—all in black suede. 

Filene’s street floor women’s shoe 
department has black suede flats with 
ankle straps, closed pumps with 
pleated vamps and d'Orsay types 
priced at $7.95 and $8.95; and the 
Coward store, recently moved into its 
new location on West Street, is push- 
ing a pump with elasticized criss- 
cross straps which are heavily per- 
forated. In addition to black suede, 
these come in black or brown crushed 
kid, at $14.45. 

Other stores are electing to pro- 
mote substantial walking shoes, ap- 
propriate for the cold weather ahead. 
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One of these stores, Coleman's 
women’s specialty shop on Tremont 
Street, has, at $9.95, a five-eyelet ox- 
ford with built-up leather heel and 
perforated vamp in black suede and 
in black and brown calf leather. 

A few merchants report early calls 
for rubber boots — some zipper-fas- 
tened and others the pull-on-type with- 
out fastening of any kind. 

Business in children’s shoes shows 
no sign of being affected adversely by 
price, and volume continues high and 


constant. 
* * # 


NEW YORK STORES 
REPORT SALES DROP 


THE past week’s business has 
dropped, according to a number of 
New York shoe buyers, with general 
agreement that this may be attributed 
to a spell of unusually warm weather 
followed by cold and rain. With con- 
tinued cool weather, merchants feel 
that business should be stimulated, 
for many women will be in the market 
for new-looking shoes to accompany 
their fashion-wise Winter wardrobes. 
It is also reported that some “scare- 
buying” traceable to talk of higher 
prices of shoes for Spring may help 
sales figures to climb within the next 
two months. A more optimistic opin- 
ion is that, with the return to a more 
normal pattern of business, Novem- 
ber sales would naturally be low be- 








For the Discriminating Man 





“For the Discriminating Man," said 
Godchaux's, New Orleans, and of- 
fered this straight tipped bal pattern. 





fore the seasonal increase in sales 
during the months of December and 
January. Merchants agree that the 
business is to be had, but that it is 
necessary to go after it. Promotions, 
through newspaper advertising, win- 
dow and interior displays, have been 
bringing in added sales. 

Suede shoes in black and brown 
represent the bulk of consumer de- 
mand, with colors taking a small part 
of the business. Sales of calf shoes 
are expected to increase in the cooler 
weather of the next few months, ac 
cording to most shoe buyers. One 
high-style merchant found that Mexi- 
can alligator pumps have sold well. 

Opened-up shoes and platforms of 
about one-half inch are still going 
strong, buyers agree. These include 
vpened-up sandals, gored anklets with 
platforms, sling pumps and ballet-type 
shoes. A variety of dressy patterns on 
high heels are reported to be selling 
well. This demand is to be expected 
since the more feminine feeling in 
clothes calls for equally feminine 
shoes. 

Where closed shoes have been pro- 
moted and backed up by a complete 
size run and a variety of patterns that 
fit the foot, they have been accepted. 
The black suede classic pump is still 
the leading closed shoe. Other closed- 
up shoes with high-riding fronts have 
been good sellers. Early selling of 
closed-up calf walking shoes with 
crepe rubber soles has been noted. 

Men’s shoe departments state that 
business is slow, attributing this to 
resistance to higher prices on the part 
of their customers. It is the general 
feeling of buyers that men are waiting 
before purchasing new patterns in the 
hope that prices will go down. Brown 
is still the best seller, with unusual 
interest shown in black shoes. One 
quality merchant stated that dark red 
calf shoes are selling in a small per- 
centage. Plain toes, wing ,tips, welts 
are all reportedly in popular demand. 

aa * * 


ST. LOUIS RETAILERS 
MERCHANDISE STYLE 


Buyers from the St. Louis area 
speak of style as the commodity they 
will have to merchandise more than 
any other facters in order to move 
their stocks into the hands of the con- 
sumer, if they hope to keep abreast 
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of the past year’s sales volume. De- 
pendable footwear of known quality 
is, of course, a must, they point out, 
but without additional lures, s@ch as 
original styles and shoe designs that 
are definitely new, they cannot hope 
to maintain a dollar volume anywhere 
close to that of 1946 or to the volume 
of the months thus far transpired in 
the current year. 

Because of this belief there appears 
to be a trend afoot to diversify inven- 
tories with a variety of style and 
colors for Spring and to soft-pedal 
purchases of staple footwear. Encour- 
aging to shoe buyers is the greater 
availability of shoes. Buyers also 
speak of the danger of overbuying, 
however, on some styles too far in ad- 
vance of the season, and the necessity 
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of laying aside a larger portion of 
their funds~for re-orders of styles 
shaping up as volume sellers. 

One of the paths open to easier 
sales in a period when a larger per- 
centage of consumer dollars is di- 
verted to the purchase of essentials 
other than shoes, is greater coordina- 
tion between the shoe department and 
other departments of the store. If 
dresses, coats and handbags are pro- 
moted as complete ensembles, rather 
than individually and at different 
times, some buyers have pointed out, 
each department will help the other 
in maintaining volume. 

A feeling that the feminine con- 
sumer is returning to her habits of 
seasonal buying, noted several months 
ago, is also mentioned by buyers here 
as a condition which will require 
greater promotional effort and smarter 
merchandising on the part of shoe 
retailers to keep volume near the war- 
time and immediate postwar peaks. 








* #2 *# 


SALES SHOW MODERATE 
RISE ON COAST 


F OLLOWING the Summer slowdown, 
business trends in this area have 
shown a moderate but persistent rise 
for the past two months. Employment 
is at a little higher level than a year 
ago, but the increase in living costs is 
resulting in more cautious spending. 
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Black suede pump designed to com- 
plement the new feminine look in 
clothes, by Himelhoch's, Detroit. 





Retail shoe sales were up in Sep- 
tember and October with some mer- 
chants reporting slight increases over 
last year, while others state that sales 
are a little less. As a whole they seem 
to be averaging about the same as a 
year ago at this time. 

Customers are showing a preference 
for black suede in both open and 
closed models, with brown running a 
good second. Combinations of suede 
with cobra tipped toes and heels are 
being featured by Hanan’s Geary 
Street store. These are in shades of 
blue, green, wine, ebony and choco- 
late, at $15.95, with matching bags. 

A variation of the plain black is 
being shown by H. Liebes’s Grant 
Avenue salon. This is a black suede 
platform trimmed with steel nail 
heads or grosgrain ribbon, in a $27.50 
model. 

Customers seem to be accepting the 
higher prices without much com- 
plaint, but they are buying more care- 
fully and in single pairs at a time. 
This is in contrast to the many mul- 
tiple sales that were made a year or 
two ago. 

Macy’s have just changed the 
name of the O'Connor, Moffatt & Co., 
department store, which they pur- 
chased a number of months ago, to 
“Macy’s of San Francisco.” There has 
been very little change in the person- 
nel in the store, but more aggressive 
advertising and merchandising policies 
are replacing the semi-conservative 
methods of the old firm. 

Shoe merchants are now planning 
for their Christmas business, and dis- 
plays of slippers and other gift mer- 
chandise are beginning to make their 
appearance. The general feeling is 


that the Fall and holiday business will 
be very good this year. 
+ * * 


NEED FOR SALESMANSHIP 
SEEN IN TWIN CITIES 


Saint Paul. 


§ EVERAL merchants report that 
higher prices call for greater sales- 
manship to meet growing sales resis- 
tance, particularly in popular priced 
shoes. Although employment is high, 
the general high cost of living is 
bringing an awareness of price in 
buying. Budget shoe sections report 
good sales. Multiple sales have 
dropped off in high style departments. 
Consequently, merchants are going in 
for heavy promotion of shoes with 
strong advertising and large window 
displays. 

Purchase of children’s shoes for 
Christmas gifts and for the Christmas 
season is reported as beginning early 
in some stores. These are of the 
dressy type, with patent leather strong- 
est in demand but not always avail- 
able. 

Macey’s are featuring extremely 
high heels to accompany new length 
skirts in reptiles, suedes and calf- 
skins. Red and green are outstanding 
in demand at this store, and are pro- 
moted to be worn for all occasions. 
Open toes and heels are still in good 
demand, although a slight trend to- 
ward closed styles is noted. Ankle 





straps with platform soles are promi- 
nent in demand. 

Generally black continues to be best 
in sales. High front shoes are catch- 
ing on well. The Emporium brought 
out three new silhouettes in suede, 
one a high front street shoe, another 
a dressy, strapped front, high-cut sling 
pump and a delicate platform sandal, 
in black or vintage wine. 

Merchants of the city have opened 
Christmas selling a month earlier 
than usual. Slipper bars and sections 
are being set up in shoe stores and 
departments for holiday sales. Both 
dark and colorful boudoir footwear is 
being shown plentifully. Gold and 
silver footwear for evening wear is 
part of the Christmas presentation. 
Ensembles of bag and shoes are to be 
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stressed heavily for gift purchases, 
many shoe men report. 

Advertising of shoes continues high. 
In addition to advertisements stress- 
ing shoe stocks only, foutwear is tied 
in with other fashicn advertisement 
regularly, and the public is kept 
aware of co-ordination of shoes with 
garments, in today’s fashion picture. 

+ * * 


Minneapolis. 


ALTHOUGH mild weather extended 
beyond its normal season, many stores 
report that interest in leathers other 
than suede is considerable, because of 
the approaching rubber and overshoe 
season, when suede finish is likely to 
be injured. Reptiles are strong, with 
a swing back to color. Red is par- 


ticularly good as a color note with 
fashion’s favorite black in both suits 
and dresses. Brown alligator is strong 
for street wear. Black calf moves out 
about as quickly as stocked. 

There is a stronger demand for 
closed shoes, and the moccasin vamp 
is well liked for utility wear. Plat- 
forms hold favor in demand, particu- 
larly in dressy types. Stores still play 
up the “new look,” accenting shoes 
that look well with it. Roy H. Bjork- 
man featured high riding stepins to 
accompany the new longer skirts. 
Some were shown on high heels, and 
a few featured shoes had heels of 
medium height. 

Young-Quinlan drew attention to a 
group of shoes to complement the 
longer dresses of fashion. Of these, 
one was an opera pump in black or 
brown suede; another was a high- 
built pump in black. 

Sandals with both ankle straps and 
instep straps are in big demand. 

* * « 


CHICAGO STORES FEATURE 
SHOES DURING FAIR 


ALTHOUGH the National Shoe Fair 
held in Chicago was wholly a trade 
event, the general public could not 
help but be aware of the fact that 
“shoes were news,” for a unprece- 
dented barrage of retail advertising 
filled the daily newspapers just prior 


to and during the days of the Fair. 

Most ambitious of all the presenta- 
tions were four full-page ads of Wo- 
lock & Bauer in which their own ori- 
ginals as well as nationally known 
brands were highlighted. I. Miller ran 
a single full page profusely illustrated 
with a wide variety of models ranging 
from high-strap, back-covered pumps 
to flats of the most casual interpreta- 
tion. Marshall Field offered in a full 
page of “a woman’s world of wonder- 
ful shoes,” with a single shoe to typify 
each of their six individual depart- 
ments. Another impressive ad from 
this store was a page entirely devoted 
to reptiles, these too from various de- 
partments of the store with prices 
ranging from $12.95 to $29.75. The 
Fair store featured two of its nation- 
ally-known brands, and Carson’s gave 
over a full page to one of their ex- 
clusive lines. With all of these, plus 
smaller daily ads, the consumer could 
not help become shoe-conscious. That 
they served to whet the public’s shoe 
appetite was unquestioned for retail- 
ers along State Street and Michigan 
Avenue reported definite activity in 
footwear. 

Among the highlights in new types 
is the “Congress gaiter” shoe, just in- 
troduced by Joseph. In sling back, 
with medium wedge and platform, 
these open-toe models are fashioned 
of alligator-grained calf with high- 
riding gaiter effect in contrasting 
suede. Extreme but smart, they make 
a very new and modern shoe for tai- 
lored wear. Again emphasizing the 
lower heel is another wedge shown by 
Joseph with high-riding front which 
juts forward in a pleated effect sug- 
gesting a bootee silhouette. 

As a note of this new season it is to 


“Inky blacks" were featured by Nei- 
man-Marcus, Dallas, Tex., in this in- 
teresting cand dramatic fashion. 


be remarked that every store carrying 
style merchandise is emphasizing the 
high instep line. In the more tailored 
shoe these fronts are of solid leather. 
In the dressier types they are light- 
ened by straps (sometimes placed 
asymmetrically), by perforations, cut- 
outs, open shanks, open heels. Suede is 
repeatedly featured, and continues as 
the best seller. This is largely because 
most stores have more suede than any- 
thing else, since calf continues as a 
scarce material. Wedges, too, remain 
in the active-selling class. Medium 
heights (usually 44-inch) are pre- 
ferred, although many high-style 
shops continue to emphasize the ex- 
treme l-inch models. 

Mandel Brothers, where they have 
been rebuilding their second floor, re- 
cently opened their new men’s shoe 
department on the Wabash Avenue 


side. 
* * * 


SHOE STORES BUSY 
IN NEBRASKA CITIES 


Lincoln. 


THE combination of cold front mov- 
ing in over Eastern Nebraska at the 
same time about 4000 school teachers 
gathered in Lincoln for their annual 
teachers’ convention, served to sky- 
rocket shoe sales, particularly women’s 
shoes, late in October. Cooler weather 
led to a noticeable increase in sales 
of closed-in models, department mana- 
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gers said, although sling pumps and 
sandals with platforms, open toes and 
sport shoes have continued to sell 
ahead of last year for the season to 
date. 

Wells & Frost Co. had very good 
results from presenting each teacher 
with an envelope containing a calen- 
dar, blotter, scratch-pad and brochure 
describing a number of new models 
in women’s shoes. Best sellers in- 
cluded a square closed-toe sling pump 
with medium heel, closed oxford with 
medium heel, high heel d’Orsay pump, 
and medium heel pump with open 
toe, closed heel. The new, rich 
Autumn colors are being well re- 
ceived. - 

Miller & Paine played up six fa- 

[TURN TO PAGE 100. PLEASE] 
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... BUT CELASTIC REMAINS UNAFFECTED! 


You're looking at an actual photograph of a shoe 

during its fifth hour of total immersion in water. The 

toe built with Celastic is notably unaffected by this severe 
test . . . further evidence of the support and durability 
which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last, 


Uniteo SHoe Macninery Corporation - BOSTON, MASSACHUSETTS 








ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


In St. Louis, Mo., 46% of the women shoppers interviewed at 
the Swope Shoe Co. read Ladies’ Home Journal 


In your town ... in your store... 


MOST OF YOUR GOOD CUSTOMERS READ <#e seme 


51 809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—Ladies’ Home Journal, Independence Square, Phila. 5, Pa. 
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MASSAGIC MEET GROWING 
SHOES DEMAND FOR 
COMFORT 





EXCLUSIVE 
FEATURES THAT 
SCOOP 
COMPETITION 





I i ERE’S a tip to our present dealers — and to pros- PROVED 
pective dealers in territories packed with sales is REPEAT 
waiting to be made. To win out over keen competition, 
8 ” SELLERS 


you're going to need a line of shoes with a long-estab- 
lished record of proved sales performance—MASSAGIC 
SHOES! . . . Shoes with features that not only make 
new customers, but repeat customers . . . Shoes with an 
unbeatable record for smart styling, fine leathers and 
superior craftsmanship . . . Shoes with built-in features 
— the patented, resilient air cushion and exclusive, BIGGER 

flexible Arch Lift — to meet the ever-increasing demand SALES AND 
for foot-comfort! PROFITS 


——_——— WEYENBERG SHOE MFG. CO. 
| Massagic Hee Catthaine Milwaukee 1, Wisconsin 


* Yields with every step | 
* Absorbs shocks, jars | . 
*% Keeps you foot-fresh Backed by year-after-year advertising in 


LIFE, THE SATURDAY EVENING POST, COL- 
~ LIER'S, ESQUIRE AND AMERICAN LEGION : aA Y 
_. MAGAZINE — and by well-planned sales egent 


Serre teens MASSAGIC 


This famous line also sold and advertised un- ‘ 
der the name — Porto-Ped Air Cushion Shoes. > Cocade to7.r Ly oor 


* 


i 


November 15, 1947 





MEN WHO PREFER 


\ 


° PREFERR 


. 
@ 


EATHERS « ff 
% 


GOOD LEATHERS 


PREFER GOOD LEAT 


D BY MEN WHO PREFER GOOD LEATHER 


aS ePREFERRED BY MEN WHO PREFER GOOD 


~ 


~ 


FERRED BY MEN WHO PREF 
PREFERRED BY MEN 
PREFERRED 

EATHERS 


JR GOOD 


. a gee 
REATHERS + PRO WEN WHO PREFE 


B\ 00 LEATHERS + PREFERRED BY MEN wi 


FFER GOOD LEATHERS «+ PREFERRED BY 


Boot and Shoe Recorder 





EF 


FE 


Nt 


Y 


et Se ee 






ity dub 1 


a brand-new shoe development 






No. 84842—THE NEW OXFORD-STYLED LOAFER! 






THIS new, no-lace shoe has the looks 





end fit of an oxford—the ease and feel of a loafer. 






It’s typical of the sales-minded ideas applied 






to the entire new City Club line for spring. 







The Shoe That Made 
Such a Big Hit at the Recent 
National Shoe Fair 
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As Illustrated— 
Wing Tip in Brown and White 






- 
—~Lanepee” 


Also comes in Brown and Beige 
and all-over Brown 










STYLED BY 


PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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This Shoe Store Grew with the West 


gest competitor, and later he became 
shoe buyer and manager for the Popu- 
lar Dry Goods Company, El Paso’s 
largest department store. 

Experience gained from these posi- 
tions prepared Charles Given for his 
next move. On September 1, 1912, he 
and Samuel Given, a brother, opened 
their first store with a stock of 200 
pairs of shoes. Known simply as Given 
Brothers, the store handled quality 
footwear from the start. In 1915, the 
brothers opened a second El Paso store, 
featuring popular price footwear with 
appeal slanted primarily to El] Paso’s 
large Mexican population. This one 
was called the BBB, generally referred 
to as the Three B Store. There are 
three of these today—in El] Paso, Tuc- 
son and Phoenix. The B’s stand for 
Bueno, Bonito y Barato, meaning, quite 
aptly, Good, Beautiful and Inexpensive. 
The first out-of-town store was opened 
in Tucson, in 1922. The following year 
saw the opening of a Phoenix store, 
which coincided, incidentally, with the 
laying of the Southern Pacific’s first 
main rail line into that city. 

Today Given Brothers has 11 retail 
outlets in the Southwest. The two local 
stores were augmented in 1946 with a 
third high style suburban store which 
couples high grade women’s and chil- 
dren’s shoe departments with the sale 
of ready-to-wear. Today, there are also 


[CONTINUED FROM PAGE 75] 


two stores in Tucson, two stores in 
Phoenix, one in Albuquerque and 
Hobbs, N. M., and Globe and Douglas, 
Arizona. 

El Paso is the most isolated city of 
its size in the United States. The physi- 
cal nature of this part of the country 
—the lack of water and the preponder- 
ance of mountains and desert—forces 
peculiarities in merchandising which 
are unknown to other cities. The opera- 
tion of the Given chain is handled by 
106 people from a general office erected 
in El Paso last year. (Total Given per- 
sonnel is 157.) The nearest outside 
branch is over 250 miles away, a head- 
ache for any sales manager. Given 
initiated wholesale operations in 1928, 
disbanded them during the war, and 
are now wholesaling to over 400 retail 
outlets in the Southwest. This opera- 
tion, a separate story in itself, makes 
it necessary for salesmen to travel tre- 
mendous distances to service accounts. 

In 1925, thirteen years after opening 
of the first store, the business was in- 
corporated for over a quarter million 
dollars by Charles, Samuel and a third 
brother, Louis. Charles and Louis are 
still active in the general management 
of the Given Brothers chain. In 1935, 
Charles’s son, Herbert, was taken into 
the firm and in 1936, Edmund, another 
son, was included. In 1945, the corpora- 
tion was made a partnership with 


Charles Given, Louis Given, Herbert 
Given, Edmund Given and Jack Marcus 
as the five partners. 

The firm’s 35th anniversary was 
marked September 1, with full page ads 
and stories in Southwest newspapers. 
The original store, which was moved 
to a new location in 1932, was com- 
pletely remodeled for the anniversary. 
The interior of this store provides the 
last word in modern merchandising 
methods. A utilitarian use of space 
permits the housing of an extensive 
women’s shoe department, a concomi- 
tant accessory bar, and a men’s shoe 
department on the street floor. The 
basement floor features popular price 
footwear. The second floor, reached by 
elevator, houses the Young Colony 
Shop, decorated in tropical motif and 
catering to the teen-age girl, and the 
children’s shoe department in a color- 
ful circus room with motor-driven 
merry-go-round. 

Given Brothers is still a growing 
concern. There’s hustle and know-how 
evident in the daily activities at the 
El Paso headquarters building. Sitting 
in his air-conditioned, thickly-carpeted 
office where he can be found every day, 
Charles Given, the man who started it 
all, might well reflect on the course of 
the last 40 years, begun the day he 
stepped off a train for an overnight 
visit. 





7 
Rich Variety in 
Austrian Styles 
[CONTINUED FROM PAGE 72] 


tistic ability and refinement of taste. 
The fact of continued scarcities and 
limitations, however, was in no way af- 
fected by the impression created at the 
Fair of a nation fully geared for peace- 
time production. Like a poor child gaz- 
ing through a shop window at a collec- 
tion of beautiful toys, the Austrians 
know that all these fine things are not 
for them to buy, but are intended only 
to show the rest of the world what their 
designers and manufacturers are ca- 
pable of producing when they are able 
to do so. 

The great number of models and new 
styles exhibited by shoe manufacturers 
illustrated this point. Many shoes in 
many different leathers and colors were 
shown, yet the great majority of Aus- 
trians are unable to buy shoes even 
when they have a coupon, and to many 
their newest coupon was issued in 1941. 

Most striking feature of many shoes 
was the varied treatment of soles and 
heels. Platform soles are as thick as two 
inches and heels are correspondingly 
high. Typical of styles exhibited at the 
Fair are the shoes illustrated here. 
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DIVIS has an afternoon shoe, com- 
bining a black suede vamp and platform 
sole with blue kid quarter and heel. 
Black ruching emphasizing back inter- 
est. From BUJATTI, a bootie intend- 
ed for wear in the house is of blue hand- 
spun linen with red braided sole and red 
cord around the collar. It reflects 
strongly the fashion interest in hand- 
crafts. DELKA has a typical Austrian 
“Trachtenschuh” or shoe in the style of 
a particular section. It is in very dark 
brown leather, tanned with the hair on. 
It has a characteristic oak leaf motif 
and a broad edge of green kid. The 
accessorized group is in red lizard and 
black suede. 

Like American women, Austrians are 
lengthening their skirts this year. Un- 
like American women, however, they 
can follow the new fashion only so far 
as their old clothes will permit, the 
clothes that they have been wearing 
for so many years now and will have 
to continue to wear. Colors in dresses 
and strongly contrasted colors are popu- 
lar. Large checks are much liked. Skirts 
are very wide, pleated and bell shape 
and extend to below mid-calf. Shoulders 
are emphasized, necklines high. Color- 
ful veils, ostrich feathers and flattering 
furs are very much liked. 


Enlarged Shoe Department 
Planned In Expansion 


Tucson, Ariz.—A vastly enlarged 
shoe department, embracing al! lines of 
men’s, women’s and children’s shoes, 
will be one of the highlights in recently 
announced plans for a half-million dol- 
lar expansion program at the White 
House Department Store, Tucson. 

To be located on the new main floor 
of the store, the shoe section will be 
divided into three divisions, one for men, 
one for women and one for children. 

The expansion program calls for one 
of the most modern selling units in the 
southwest, according to the proprietors 
of the White House, the brothers Joseph, 
Hyman and Abe Myerson, the enlarged 
outlet will employ approximately 300 
persons when complete. 

Architect M. H. Starkweather esti- 
mates that the job will take at least ten 
months to accomplish. Plans include an 
extension of the present store building 
which fronts on Congress Street in 
downtown Tucson, to cut completely 
through the block to Broadway with 
entrances on both main shopping streets. 
An additional story will also be added 
to the present structure. 
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Again available in 
better than pre-war quality... 
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n economical and effi- 
cient lining stock for quarters, 
socks and vamps of shoes. 


ACME BACKING CORP. 


MEADOW & BOGART STS. BROOKLYN 6, N. Y. 


ABC BACKING CORP. 


HADLEY & MULLANPHY STS. ST. LOUIS 6, MO. 





RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mnusfaclrtity ad Markets 


Boston 


A SURVEY made between the end of the National Shoe 
Fair in Chicago and the opening of New England Shoe 
Market Week on November 17 in Boston, indicated that, 
while there is buying to be done in this market, Spring 
orders placed from here out will be smaller in quantity 
and, if necessary, more frequent. This is the expectation 
even of manufacturers who serve the volume trade and is 
the result of a buying policy predicated not only on the 
presence of higher store inventories, but also on uncertainty 
as to how the public will react to recent price increases 
which have been given wide consumer publicity. 

At the time of the survey, some volume manufacturers 
reported that they were busy; others said they were not. 
Some of the latter had, they said, been forced to curtail 
operations because of a shortage of help in stitching rooms. 
One or two companies are said to have switched from the 
manufacture of leather shoes to shoes of fabric with soles 
of other-than-leather materials. 

Orders booked by Massachusetts shoe and leather firms 
during September, as compiled by the Associated Indus- 
tries of Massachusetts, showed a gain over August orders 
of about 7 per cent. They were 30 per cent ahead of those 
booked in September, 1946, and 25 per cent below the buy- 
ing peak reached last June. 


Chicago 


Durinc the recent National Shoe Fair in Chicago, it was 
apparent that buyers were fully as concerned over future 
prices as they were about fashion features. No retailer 
could complain that he was not offered a staggering choice 
in the way of styles, leathers, colors and types. Probably 
never in the history of the American shoe industry has such 
a vast assortment been laid before the eyes of the merchant. 
In fact, almost the only “complaint” on this score was the 
remark that there were too many from which to choose. 

However, with the economic picture what it is today, 
confronted with the uncertainties of the immediate future 
related to the buying potentialities of the ultimate consumer, 
almost every merchant who visited the show found himself 
asking prices almost before he looked at the wares. Facing 
the likelihood of an even greater reduction in pairage, a 
reduction which varies from 10 per cent to 30 per cent 
depending upon the section of the country, it is entirely 
logical that a retailer should shy away from lines which 
had been at a fixed price bracket in his store heretofore 
and which now must sell from $1 to $2 more or even higher 
in many instances. 

From some manufacturers who quoted escalator clauses, 
many buyers were reluctant to buy, hoping to avoid the 
problem of carrying goods which the public might refuse 
to buy because of higher prices. The great majority of 
buyers was apparently seeking footwear which could be 
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offered in their stores at prices which were under $10. 

That there is no immediate solution to the problem of 
rising costs most merchants agree, but buyers believe the 
leather market must become stabilized before any normal 
buying picture can develop. How that stabilization is to be 
accomplished is at this time a complete uncertainty. 

Many factors in the shoe industry foresee a break in the 
leather market by the beginning of the year. But many a 
prediction has been based solely upon wishful or wistful 
thinking. And what is going to happen to the hide and 
leather situation of the near-future depends upon many 
interlocking factors. Will there be a greater slaughter of 
cattle in this country to add to our stock of domestic hides? 
Will the Argentine government offer a huge surplus at 
lowered prices soon? Will consumer demand for shoes 
drop off enough to affect the eventual labor wage? All 
these are possibilities, although at present seemingly remote. 
But any one of them or all together could bring about a 
vastly changed picture almost overnight. 

Returning again to the Shoe Fair, probably the outstand- 
ing fashion item was the tremendous showing of gilt leather 
footwear. Makers of this type are enthusiastic, feeling that 
this item may be the answer to stirring up the public’s 
desire for something really new. Many smart models were 
shown, mostly in casual interpretation on low or completely 
flat heels, very open as to toe and heels. These are being 
advanced for all-occasion day wear. Southern resort spots 
and California already report excellent acceptance, it is 
said. 


St. Louis 


Con FLICTING opinions were voiced by manufacturers 
here to buyer reactions to new price policies put into effect 
at the Chicago Shoe Fair. Undertones from the Chicago 
gathering reflected a note of pessimism, with the explanation 
that a lot of buyers came to look and not to buy. But to 
offset the lack of optimism expressed by some manufac- 
turers, there also were numerous opinions just the opposite. 
A number of producers, still supplying their customers on 
a quota basis, reported their sales above expectations, both 
from the standpoint of dollar volume and numbers of pairs. 

One specialty manufacturer said he had taken orders for 
all the shoes he could make, while a competitor in a similar 
price bracket expressed equal enthusiasm for selling at the 
Fair with the statement that he “was sold up through 
February.” But others admitted that unit volume was lower 
than it would have been, had they been able to price their 
shoes for a smaller figure. An observation noted by most 
manufacturers, however, was that buyers’ interest seemed 
to focus on style more than at any time in the past. 

“You can call it an insistence on shoes that have a ‘dif- 
ferent’ look, greater selectivity, or whatever you wish,” one 
manufacturer said, “but a cross-section of the nation’s 
buyers at the Fair reflected a trend of the feminine con- 
sumer which obviously has become a reality in all parts of 

{TURN TO PACE 108, PLEASE] 
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SENSATION 


OF THE SHOWS.|... 


Everybody's talking! 

Wherever shoe men gather 

the story is the same... 
“AIR-O-MAGIC does it again!” 
The line is good, of 

course . . . you've come 

to expect that of 
AIR-O-MAGIC. But more. +e 
there’s an accent on value, 

on advertising impact, 

on through-and-through quflity 
that you'll interpret in terms 

of bigger and better AIR-O-MAGIC 


selling for Spring. Come along! 


MODERATELY PRICED 


Wa Ot ee 


Mid 
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ie Took 31 Years of Rationing 
To Demonstrate The Real... 
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\ V/ ALL KNOW that women do most of the shopping in this country and nearly thirty years’ 
experience in the retail shoe business has proven another fact to me — women, for the most part, are 
shrewd and most sensible shoppers. It's true, a lot of them are susceptible to bargains, just as a lot 
are setups for a crazy hat. But way down deep they are quality-conscious. If there were a few who 
didn’t know the ECONOMY OF QUALITY before the war, the war certainly taught them a lesson! 
And it was largely their shoe buying that made them realize the true ECONOMY OF QUALITY. 
Over many years I’ve observed the care with which mothers bought shoes for their families and them- 
selves; but not until shoes were rationed did they actually get down to cases, When each member of 
the family was allotted only a few pairs of shoes per year, shoes just had to be good, shoes just had to 

stand up under constant wear. 

















Shoe rationing wasn’t pleasant for any of us—either on the selling or consuming end of it. But it 
taught us all a valuable lesson—one which continues to guide shoe buying and selling—particularly 
now, when money must go farther. ... In the long run it pays to buy good shoes; there is no substitute 
for quality. 

We fellows in the quality shoe industry are proud that our great American buying public has 
given us cause to boast that Good shoes will always be made and good shoes will always be sold.” 


*K Ask your store or department manager, or write to Shoe Manufacturer's Board of Trade or any of 
the members listed at the right for details of the “How To Sell Quality Shoes” letter contest. See 
Boot and Shoe Recorder, Oct. 15th issue for the whole story on this Shoeman’s contest, in which YOU 
can win cash prizes totaling $1000.00. Get busy on your letter. Get it off today with your official entry 
}) blank. Remember, contest closes midnight, January 15, 1948. 






“MEMBERS 


117 Gratton St., Brooklyn, N. Y. 
ARC LEATHER CO 103 Greene St., New York City 
AVON SHOE CO. Inc........... .360 Furman St., Brooklyn, N. Y. 
BEKER & FRIEDMAN SHOE CO. Inc. 561 Grand Ave., B’klyn, N. Y. 


JULIUS ALTSCHUL Inc 


30 West 15th St., New York City 
. . 12 West 213 St., New York City 


. .130 West 17th St., New York City 
133 Wooster St., New York City 
M. COHEN & SONS SHOE CO., Inc. .4315 Queen St., L. I. City, N. Y. 


.- 131 West 17th St., New York City 
. .31 East 28th St., New York City 


40 West 20th St., New York City 
.29 West 17th St., New York City 


FOX SHOE MFG. CORP.......... .826 Broadway, New York City 
GELBURN SHOE MFG. CO. Inc... 147 W. 22nd St., New York City 
735 Lorimer St., Brooklyn, N. Y. 
GLORIA SHOE CO. Inc... .. 18 East 18th St., New York City 
GRAMERCY FOOTWEAR Inc....... . .351 Jay St., Brooklyn, N. Y. 
GROSSMAN’S SHOES Inc....... 231 Grand Ave., Brooklyn, N. Y. 
PN are 40 West 27th St., New York City 
. .56 West 22nd St., New York City 

LaVALLE Inc. 
MACKEY STARR Inc... .. . .56 West 22nd St., New York City 
351 Jay St., Brooklyn, N. Y. 
305 E. 63rd St., New York City 
.. .240 Broadway, Brooklyn, N. Y. 
MILLER & BERGMANN.... .. 105 East 16th St., New York City 
MODISTE SHOES Inc. 113—4th Ave., New York City 
MONBURT SHOE MFG. Inc... .641 Lexington Ave., Brooklyn, N. Y. 


MEL PRESTON SHOE CORP. 


PALTER DE LISO Inc............. .740 Broadway, New York City 
PINCUS & TOBIAS Inc. ....721 Broadway, New York City 
PREMIER SHOE MFG. CO. Inc.. .449 Troutman Ave., B’klyn, N. Y. 
476 Broadway, New York City 

... .75 Roebling St., Brooklyn, N. Y. 


201 East 18th St., New York City 
TAILORCRAFT SHOE CO. Inc.. hago New York City 


632 Broadway, oo haat Ee | 





Aye, mon, MAC* is thrifty, for 
*Multi-Angle-Cord is tougher- 
wearing, longer-wearing. Tire 
cords of cotton locked in the 
soles and heels at all angles 
give non-slip footing. 


Put MAC to work for you selling shoes for 

safety and long-wear. Shown is the new design 

No. 3006, brown sole, 3005, black sole; 3206 

a brown heel, 3205, black heel; for men and 
3052 Brown boys. Little Gents, Youths, Boys and Men's size 

Heel Ne. 3251 Bleck ranges. This is one of the toughest soles in the 
3252 Brown extensive Gro-Cord line for long wear and 


non-slip protection. 


GRO-CORD RUBBER COMPANY — LIMA, OQHIG 
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SOLES & HEELS IN THE 


Boot and Shoe Recorder 





ave been bought 


by your customers 


since I94I 


137 Varick Street 
New York, N. Y. 
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The Line of Profit 
IS A CURVE 
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, cuRVE is what brings them back, time after 
time, for Matrix shoes. For only Matrix shoes afford 
the comfort of an innersole molded to the natural 


curve of the foot! 


Once a man wears his first pair of Matrix shoes, 
he’s your customer for life. For he'll never again be 
satisfied with a flat-soled shoe. And the only place 
he'll find his “footprint in leather” is at a store that 
sells Matrix. Surveys show 9 out of 10 come back 
again, for the shoe with the sole that’s curved for 


comfort — and for profit! 


your footprint in leather 


MATRIX SHOES 


. MAKERS OF MEN'S FINE SHOES SINCE 1864 








THE HOUSE OF HEYWOOD, WORCESTER 4, MASS. . . 














Review of th 
Retail Trade 
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mous shoe names in the fashion floor 
shoe department and reported a best 
seller in a medium heel sling pump 
with open toe, in black, brown and 
wine calf at $10.95. A new line also 
was intreduced in the sport shoe 
section. 

The store’s promotional copy stated, 
“In addition to carrying six fine shoe 
lines, Miller’s is endeavoring to keep 





prices down for you! Our shoe prices 
are still at January 1, 1947, levels, in 
spite of rising wholesale costs. We'll 
maintain these prices as long as pos- 
sible. . . .” 

* * * 


Omaha. 


RAIN and cool weather late in Octo- 
ber, coupled with a two-day vacation 
for school children while teachers at- 
tended their annual convention, re- 
sulted in a rush of business in chil- 
dren’s shoes, it was reported at 
Brandeis department store, Sears and 
the Drexel Shoe Co. Buyers said their 
“crying need” is for a return of good 
smoked elk leathers in shoes for 
youngsters up to four years of age, 








but they have been able to get very 
little elk, even for next Spring’s 
business. 

Saddle oxfords are the current best 
sellers fer girls, because they give 
better wear than strap sandals. Al- 
most évery color has been good in 
girls’ shoes, but the boys are sticking 
to brown and brown-and-white ox- 
fords. Wing tips and perforated tips 
have been more in demand than plain 
or moccasin toes. 

Brandeis reported that customers 
are looking for quality, and their 
money’s worth in children’s shoes 
counts more than price. Slings will 
be very good for Spring selling, it 
was predicted, with black, white, red 
[TURN TO PACE 114, PLEASE] 
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DARLINGTON FABRICS CORPORATION - EMPIRE STATE BUILDING + 350 FIFTH AVENUE, NEW YORK 1 
Rep.: J. M. Perkins & Co., 47 W. 34th St., New York 1 « St. Louis: Fred A. Lyons * Milwaukee: Frank J. Kelly * Boston: Kelly & Sweeney 
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SINCE 1872, we have manufactured women’s 
better footwear exclusively. You have to be- 





. a * 
nt national advertising .-- 


lieve in quality and deliver it to last 75 
years in shoe manufacturing! 


THE KRIPPENDORF-DITTMANN COMPANY 
Cincinnati, Ohio 


New York Showroom: Marbridge Building 


“Makers of women’s fine footwear since 1872” | 


* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's | 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. | 
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Philippine Shoe 
Manufacturer Resumes 
Editor, Boor AND SHOE RECORDER 


Prewar, we led in the manufacture 
of shoes in the Philippines. 

Five years of Jap occupation prac- 
tically levelled all our factories to the 
ground, and nearly wiped out all our 
chances of recovering. For not content 
in looting all the materials and lasts, 
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they burned all that was left . . . the 
occupation of Manila by the American 
forces saw the complete destruction 
of all our buildings. 

Just out from concentration camp, 
our genial president who is broken in 
spirit and body views the remains of 
what was before the Hale empire .. . 
and decided that that was the end 
of everything. 

The War Damage Commission were 
only allowing $500 to each claimant 


(later slashed down to $250). So he 
decided to just forget everything. 

But shoemaking is in his blood. He 
was getting more and more restless 
lying idle. His hobby is work and more 
work. He instinctively knows he'll die 
if he can’t go back to making shoes. 

So he scrapped everything, scrimped 
and saved, and even denied himself the 
little comforts he has been accustomed 
to, to start all over again. 

Today, with new machinery from the 
USMC, materials from leading sup- 
pliers in the U. S. he is now poised to 
wrest again the title of “shoe magnate 
of the Philippines.” 

For the thousands of pesos he spent 
for more than thirty years advertising 
ESCO has left an inprint on the minds 
of young and old which is hard to 
erase. 

Inquiries from all over the islands 
keep pouring in, day by day, and we are 
having a hard time letting them know 
when ... they can buy ESCO shoes. 

For despite the unprecedented influx 
of American shoes the people keep ask- 
ing for ESCO. Four nationally adver- 
tised brands in the States may be well- 
known in the States . . . but out here, 
people from all walks of life, from 
business houses and government offices 
to the farmers and even Huks .. . they 
all ask for ESCO. 

Mr. Frank H. Hale today is hale 
and hearty, despite his 67 summers, 
and is seen puttering around the fac- 
tory every day. He is now happy in 
his element, and by the looks of things, 
bigger and bigger things may be ex- 
pected from him in the near future. 

In closing, may we compliment you 
on the wonderful service and help your 
Boot AND SHOE RECORDER has given us, 
with hopes that more and more firms 
in the shoe business will avail them- 
selves of the service you offer, for the 
betterment of all now engaged in the 


trade. 
ANTONIO A. LaAGos 


Sales & Advertising. 





Chiropodist Opens Shoe 
Store Next to Offices 


Detroir—aA new style shoe store de- 
voted to corrective type fittings has 
just been opened at 9621 Joseph Cam- 
pau Avenue in the northeastern island 
suburb of Hamtramck, under the name 
of Stein’s Foot Health Shop. Owner 
is Dr. Benjamin C. Stein, who has op- 
erated a chiropody office in the adjoin- 
ing store space for the past year and a 
half, after five years’ practice else- 
where in Hamtramck. 

The new store is designed strictly as 
a specialty shop with entirely con- 
cealed stock, and all fittings handled 
in three private fitting rooms, in addi- 
tion to Dr. Stein’s own four chiropody 
consulting rooms, which are located in 
a parallel setup, connected by an 
archway. 
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Shoes in the News 





Handmade Eskimo mukluks, adaptable for after-ski wear. No 

two patterns are alike, and they come in various color com- 

binations. The dark skinned ones are made from reindeer; 

the black and white are of spotted calfskin. The soles are 

of waterproof oogruk (scraped seal hide). They are distrib- 
uted by Eric Lundberg, Timberline, Ore. 


ae . 7. 


Wits the American woman’s growing awareness of the 
importance of the shoe for the occasion, there has come an 
increased demand for real walking shoes, low-heeled, sturdy 
and comfortable. From Sweden have come a number of 


Fashion-right for city or 
country wear with tailored 
tweeds and gabardines is this 
low heel, high-riding shoe by 
Janne Richardson of Sweden. 





designs of smart walking and tailored shoes in styles espe- 
cially appealing to American women. Illustrated here is 
such a shoe in a combination of smooth with sueded leather. 
The asymmetric silhouette and attractive lace tips add a 
touch of feminine grace. 


* * . 


Play shoes in study fabrics and attractive color combina- 
tions, well-made for comfort and durability, will be in as 
big demand as ever this coming Spring and Summer season, 
according to all fashion predictions. Illustrated here are 


Dutch boy heels, combina- 
tion cork and crepe rubber 
soles and soft multicolor fab- 
ric uppers are fashion fea- 
tures of these U. S. Strollers 
from U. S. Rubber Co. 





representative styles from the new line of U. S. Strollers, 
the first complete line of these shoes made by the U. S. 
Rubber Company since the war. Men’s, women’s and chil- 

[TURN TO PAGE 104, PLEASE] 
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presenting the 


Regent...same Huber 


quality...all leather 


.--fully lined. In brown, 


burgundy, blue and 
black...just right for the 


market you've been 


4 
4 
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7 
; 
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: 
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seeking, priced to 
retail around $4.00 


HUBER SLIPPER CO., INC. 


AVISTOM, ILLINOIS 


BREESE, ILLINOIS 











Shoes in the News 
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dren’s styles are included in the line, which has been de- 
signed for wear with beach and country clothes. 

Features common to them all are combination cork and 
crepe rubber soles, vulcanized construction, fade-proof 
colors, washable materials, elasticizing. Fourteen styles are 
included in the line. 





* 7 * 


FISHING season closed? Yes, but it’s time to plan buy- 
ing for the re-opening in April. Fishing licenses and the 
sales of fishing tackle are booming. Shoe retailers should 


- 








From the Tyre Rubber Company line, the “Creel” (left), 
a hip-length, light-weight fishing boot, with adjustable hip 


- straps and inside leg harness; and the 15-inch “Sportsmen's 
& a Hunter”, a general utility fishing and hunting boot, with 
2 crepe-type chevron-cleated outsole. Both boots run from size 


6 to 12. 


: get their share of this profitable business with strong sales 

a 0 of fishing boots. 
s--4 Unlike the shooting season, fishing lasts for three seasons 
of the year and is a productive sport in every state in the 


The one-third lower PRIMEX step (only union. 
8% inches high) together with the 50 per 


cent. wider platform space means added Christmas Merchandising Ideas 


safety and convenience for your customer... | : 7 
better selling facilities for your salesmen. N working out his merchandising program for the Christ- 
: : ; ? mas season, the alert shoe retailer will not miss the meaning 
Also, Primex’s reduced overall size, of the day, for if the spirit of Christmas can be aroused by 
only 38 inches high and 20 inches wide, word, by advertising or display, the purchase of gifts will 
usually result. 
As a preparation for the Christmas season, to get cus- 
tomers and prospects into the holiday spirit, the shoe re- 























is a triumph in space-saving compactness. 
PRIMEX offers many new and 











inviting features to expedite tailer can publish several newspaper advertisements on 

shoe sales. Write for full particulars. Christmas and its meaning. Such material is interesting to 

Check rp | people of all ages, and will start many persons thinking of 
°s° Special @ New Xr Christmas. 

Tu RE § * New 3-We, Unie Your customers might be interested in knowing that 

2-Year Guarante, ° New Conpac see Christmas cards, started in 1842, did not really become 





popular until 1880. Nowadays, sales of Christmas greeting 
cards are enormous. Such cards touch every life in one 
way or another at the holiday season. 


Do your customers know the origin of the Yule log? 
EQUIPMENT CO. The burning of the log originated with the Scandinavians. 
135 Sg. La Salle Street Dept. BS-11 Long before the birth of Christ they celebrated the winter 
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4.95 to 6.95 
Retail 
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Everybody's talking — about walking on air in 
Foamtreads! Only by seeing this amazing new shoe, 
observing at first-hand its patented sole, can you 
appreciate its volume and profit potentialities. And 
that’s just what hundreds of leading shoe buyers, 
editors and merchandise managers did at Chicago. 
Now they’re as enthusiastic as we are! 

Beginning in February, every style-conscious 
young woman in the entire country will learn about 
Foamtreads through full-page, full-color advertise- 
ments in Vogue, Mademoiselle, Seventeen, Charm, 
Glamour and Calling All Girls. Wellco retailers 
will receive a complete promotion “package” to help 
them cash in on this national advertising. 


Other Wellco Foamtreads for every member 


of the family and every season of the year. 
Some franchises still available. Write today! 


WELLCO SHOE CORPORATION 
WAYNESVILLE, NORTH CAROLINA 
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ADE MARK REG. U. &. PAT. OFFICE 
PAT. NOS. 1955720—2168243 
OTHER PATS. PENDING 


TWO OTHER 
wie HITS / 








Quiet, smart, blissfully comfort- 
able! Especially created for nurses, 
waitresses, etc. Appeals to women 
in all walks of life. 


FOR CHILDREN 


As advertised in 
Parents’ Magazine 


Warm, bright zipper-bootees 
for indoors and outdoors. All 
with Foamtread sole. 


$2 and $3 Retail 

















SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 










’ Me rdakins 
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CHILDREN'S SLIPPERS 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 


Sizes: 5-8, 8'/2-12, 
12!/2-3. 
Regular half sizes. 


$1.90 

















Sizes: 5-8, 8'4-12, 
12'/>-3. 
Regular half sizes. 


$1.50 







Samples and Mats 
on Request 
Delivery at cnce F.O.B. N. Y. 
Variety and colors plus all leather construc- 
tion ... just the combination to make your 
slipper department go over in a big way. 
A wonderful sales asset and a grand value. 
Order only your present needs NOW. 


Packed in our New Gerdckins Boxes 


See us at your regional shows. 


ERD A footwear 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 
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Christmas Merchandising Ideas 
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solstice by burning wood fires as a sacrifice. Centuries 
later, they poured oil and wine upon the logs to form a 
beacon. Carol singing was also added to the ceremony. 

The Druids were responsible for hanging gifts on trees. 
They believed that the tree was the giver of all good 
things. 

And it was the Irish who gave us the custom of putting 
lights in the window at Christmas. 


Santa Claus Club 


There is a saying that if you interest the children, you 
interest the parents. One alert retailer each year sends 
out 4,000 special Santa Claus letters to his city’s school 
children, asking them to come to his store on special dates 
to get their annual Santa Claus badge. Many of the chil- 
dren do, and bring their parents with them. 


Santa Claus Phone Listing 


The shoe retailer who wishes to use a good publicity 
idea can have a Santa Claus telephone listing in his local 
directory and advertise the number. Then when folks actu- 
ally look in the phone directory, there is the name of 
“Santa Claus” and the number, just as the ad said. One 
retailer who used the idea said it was worth the listing 
expense. During the December season he had Santa sit- 
ting in the store window several hours a day actually an- 
swering phone calls from children who telephoned their 
needs to Santa, after looking up his number in the local 
telephone directory. 


Santa’s Mailbox 


A “Santa’s North Pole Mail Box” can increase Christ- 
mas traffic in the store. The children love putting their 
letters in this mailbox, and they'll bring Dad and Mother 
along to help them do it. That is where the store’s holiday 
merchandise will have a chance to attract the attention of 
parents. 

Windshield Wiper Window 

A fine Christmas window effect can be obtained by frost- 
ing the display windows and constructing an imitation 
windshield wiper, leaving part of the window clear which 
would come within the arc of the wiper’s sweep, if it were 


actually in motion. Merchandise displayed inside that clear 
arc, and spotlighted, catches the attention of shoppers. 


Family Gifts 
Families often go shopping together for Chrismas. In 
your advertising, on your signs, be sure to stress and list 
gifts for Father, Mother, Brother, Sister. This gives each 
person an actual gift suggestion or two, even though he or 
she may not buy it in the presence of others. He may come 
back later and order the gift he saw. 


Christmas Music 


Muted Christmas music actually has a place in the mer- 
chandising program of many stores, if the music is held 
under control. Played properly, the music will promote 
the Christmas spirit. Along with the music, lists of Christ- 
mas songs and carols—perhaps printed in the store’s adver- 
tisement—with reprints available for customers, will help 
promote Christmas spirit and aid sales. 
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pt Scholls 








There is no substitute for leadership operation and keeping faith with the 


—whether it be a product or a store. 
For over 40 years Dr. Scholl's Foot 
Comfort* Remedies and Arch Sup- 
ports have been the outstanding 
leaders in Foot Relief the world over. 
The overwhelming consumer prefer- 
ence for Dr. Scholl's is the result of 
those 40 years of intensive national 
advertising, constant leadership in 


public and the trade. 


Go with the tide of demand for Dr. 
Scholl's for real profits that result 
from rapid turn-over. Even modest 
displays of Dr. Scholl's in your win- 
dow may surprise you how many 
profitable sales result from them for 
you. Such tie-ups to our advertising 
pays! 
















product development and improve- 
ment, strong dealer support and co- 


*Trade Mark Reg. U. 8. Pat. Off 








ID Scholls ekotks 





World's Largest - Selling Appliance for 
Tired, Aching Feet, Foot and Leg Pains, 
Sore Heels, Weak or Fallen Arches, Flat- 
foot. 


No Appliance ever designed meets the needs of the millions 
of men, women and children afflicted with these foot arch 
conditions like Dr. Scholl's Foot-Eazer. Over five million pairs 
of this remarkably effective Appliance have been sold. Light, 
flexible, adjustable. 


Dr. Scholl's Foot-Eazer slips into any properly fitted shoe like 
an insole. Quickly relieves muscular and ligamentous strain— 
the cause of pain and fatigue due to weak or fallen arches. 


Retail at $5.00 pair. Wholesale $33 dozen. Order a run of 


sizes. Send for our catalog. 


NATIONALLY ADVERTISED 







[= We manufacture Arch Supports of every style 
and description —All-Leather, Leather and 
Metal, Rubber and Plastic. Consult 
our catalog. Let us know your requirements. 
Write today. 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago - 62 West 14th St., New York 
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7¢a Easy to Build a Better 
Children’s Shoe Business 


Your customers expect careful attention in fitting 
their children’s feet. The John Arthur 6 Feature Plan 
gives you extra features to sell. Your customers will 
buy with greater confidence when easy-to-understand 
reasons are used in your selling. John Arthur Shoes for 
children are RIGHT for little growing feet. Build your 
reputation for better children's shoe service. Sell John 
Arthur Shoes. This high quality, sensibly priced line 
sp@ls more P-R-O-F-I-T and more repeat sales for you. 


First steps to retail 
at $2.95. Sizes 2 to 
5 at $3.95. Sizes 5% 
to 8 at $4.45. 











JIM ‘n JILL 
No. 430—Brown 
and white Elk saddle 
oxford for creating extra 
sales. Widths B, C, D, E. 
Sizes 5% to 8. Price $2.50. 





MEDICALLY APPROVED SHOES 
STYLED ON THE SCIENTIFICALLY 
DEVELOPED JOHN ARTHUR 


6 FEATURE PLAN 


Write or wire for catalog and additional information 
John Arthur Shoe Manufacturers, Inc. 


2655 Sidney ° Saint Louis, Missouri 











Editorial Outlook 
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long term progress and prosperity of the shoe trade as 
a whole will depend on whether it can produce and sel} 
more pairs. That, of course, adds up to increased per 
capita shoe consumption, in the attainment of which 
shoe price levels obviously form an important factor. 
But not the only factor. Salesmanship, promotion and 
everything that tends to convince customers that shoes 
as such are desirable possessions can also help tre- 
mendously. 

Beyond that, the problem, under our system of free 
enterprise, comes back to the individual manufacturer 
or merchant. How ingenious, resourceful and efficient 
will he be in providing desirable shoes at prices cus- 
tomers can pay? How good a job will he do in con- 
vincing the public that his shoes and service are worthy 
of their price? It looks to us like competition along 
these lines is coming back into the picture to play a more 
important part than it has played in recent years of 
scarce merchandise and free spending. And perhaps 
that won’t prove such a bad thing for the shoe business, 
which traditionally has been a highly competitive in- 
dustry. In the final analysis, very likely, competition 
will have the biggest say in determining the answer to 
the price problem that so many shoe men are worrying 
about right now. 


Chiropodists Speak At Convention 


MontreaL, Canapa—Lack of good shoes during the 
war caused “tremendous damage” to children’s feet, Her- 
man Tax, New York, chiropodist specializing in children’s 
ailments, told the convention of the Dominion Association 
of Chiropodists in Toronto, recently. 

He urged a compulsory course in shoe fitting for shoe 
clerks and said nearly all children are fitted with shoes 
that are too short. 

“A child should be taken at the age of seven months to 
a chiropodist as well as every six months thereafter,” he 
said. 

Flat feet, natural inheritance of the Negro, the Indian 
and the Eskimo, are a great aid to boxers, runners and 
ballet dancers, but the white adult who is neither an 
athlete nor a toe dancer should obtain treatment if his 
feet start to flatten out, said Ralph E. Sansone of Hart- 
ford, Conn., a chiropodist who is president of the American 
Society of Chiropodal Roentgenology. 


Manufacturing and Markets 


[CONTINUED FROM PAGE 94] 


the country. The feminine consumer wants style as she 
never wanted it before, and she isn’t willing to lay down 
her money for a pair of shoes unless she can obtain it.” 

Generally, producers from the St. Louis area came away 
from the Fair with the belief that the days ahead would 
require greater effort than ever before to produce shoes of 
higher style and higher quality in order to gain consumer 
acceptance with a higher price tag. 
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Freshness, Variety Keynote Spring Lines 


[CONTINUED FROM PAGE 69] 


The influence of lower hemlines on 
shoe styles was evident in the large 
number of ankle straps shown—single, 
double and multiple—and the marked 
trend to high-riding silhouettes. The 
latter were, almost without exception, 
very open. Where closed toes and backs 
were shown, lacy cutouts or straps and 
strippings were used to skeletonize the 
vamp. Both ankle straps and these 
very open vamps appeared on low heel 
and casual types as well as more formal 
daytime and evening shoes. The varia- 
tions on the strap theme seemed endless. 
Frequently seen were sandals, often on 
flat heels, with uppers consisting of row 
upon row of straps extending over the 
foot and up around the ankle. Cross, 
wishbone and front straps were seen 
in many adaptations. Some straps had 
buckles and were functional; others 
were not. The opened-up vamp with 
criss-cross straps is continuing from 
last Spring. Other treatments that 
have developed into trends are the high- 
riding back; the very low V-shaped 
throat line; asymmetric silhouettes and 
treatments. Pumps, it need hardly be 
added, continue to be very important 
for Spring with many sling backs and 
open toes. 

In tailored shoes tongues, upright 
and folded, continue popular. The 
growing interest in ghillies and ghillie 
types in walking shoes is worth noting, 
we think. In general, more style in- 
terest is being put into sport and col- 
lege shoes than ever before. The buckle 
strap moccasin continues to be a num- 
ber one favorite for college and high 
school girls. Rubber crepe soles will 
be a welcome addition to many of these 
college types. 

It is interesting to see that wedge 
heels are bigger than ever for the com- 
ing Spring and Summer on higher 
(16/8 and up) heels as well as on 
13/8 and lower. Low heels, both wedge 
and outside heels, down to less than an 
inch, are also extremely popular for 
the coming seasons and more styles have 
been put on these heights than ever 
before. The absolutely flat heel san- 
dal looks like an important style idea 
for 1948. It is being made like the 
multiple strap Roman sandal, as a 
thong and in other very open treat- 
ments. While on the subject of heels, 
the three-inch and higher heel should 
also be put down as an important style 
for dressy shoes. Many are used with 
platforms from % to one inch in 
height; others are thin soles. 

While shortages in wood have pre- 
vented the introduction of many new 
lasts, a few very novel ones were in- 
troduced at the show. Among these 
were a sharply pointed toe combined 
with a broad tread and a very wide 
square-toed last on a flat heel. Some 
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softly rounded, closed toe lasts looked 
both graceful and comfortable. 


Although leather shoes predominated | 


in lines, some fabrics were shown and 





an occasional manufacturer reported 


very enthusiastic acceptance. Such 
a comment came from a maker of cas- 
ual types who sold his fabric shoes in 
a ratio of 8 to 1 as against leather. 
Another casual shoe manufacturer had 
a line of denim shoes in pretty denim 
colors. Irish linen, satin and mesh ap- 
peared in a few lines. 

An interesting development in 
nurses’ shoes was the introduction of a 
10/8 heel to give comfort to the young 
woman entering training who had to 
look professional but who did not find 
the usual 13/8 or 14/8 height comfort- 
able after her high school or college 
flats. Another item of interest was 
the increased number of handbags co- 
ordinated with casual! shoes. 


New Building 
For Butler Shoe Store 
ATLANTA, Ga.—Work is progressing 





and will be completed in the early | 


Spring on a new building for the Butler 
Shoe Store at the corner of Spring and 
Fifth Streets in Atlanta, Ga. The build- 
ing will contain 68,000 square feet and 
will be a modern concrete structure. 


The building and equipment will cost | 
in excess of $400,000, and will front 185 | 


feet on Spring Street and 185 feet on 
Fifth Street. 





Retires After 60 Years In 
Shoe and Clothing Business 


CoLpWATER, MicH.—Thomas A. Hil- 
ton, 93, one of the oldest active mer- 
chants in the Middle West, who operated 
a clothing and shoe business in the same 
store in Coldwater for 60 consecutive 
years, has sold his establishment to 
David S. Douglas, Coldwater, and has 
retired. 

Mr. Hilton served as Mayor here in 
1895. One of his veteran clerks, Edward 
C. Allen, who recently rounded out 41 
years service with the aged merchant, 
has been retained by the new owner. 





Shoe Shop Opened In 
Neil House, Columbus 


CoLumsus, 0. — The Holiday Shoe 
Shop recently opened in the Neil House, 
Columbus, offering a widle variety of 
ladies’ shoes, accessories, bags, belts. 
and hosiery. B. B. Beaman is local 
store manager. 

The store is decorated with gay chintz 
curtains, coral leather chairs, and a 
deep green rug. 











We make 


JUSTIN BOOTS 


good 
they walk right out 
of your srore! 


JUSTINS are the boots most 
folks want, because they are real 
western boots... favorites of 
cowhands and cattle kings for 
sixty-eight years. You can make 
more profits with genuine JUS- 
TIN BOOTS because they attract 
the kind of customers who appre- 
ciate fine quality and will pay to 
get what they want. We will ap- 
preciate your inquiry. 


The Gustin Boys 
A fast-moving profit-maker 


The Justin 


$14.50 


30 days 









Made in U.S.A. 

Patent 

No. 129261 

Favorite of avia- 
tors for 10 years. 
Popular for all kinds of sportswear. 
Brown or black calf. Full calf lined, 
crimped vamps, fine fit and feel of fa- 
mous Justin 


H.J. JUSTINE SONS 


Box 548, Fort Worth 1, Texas 














WINDOWS THAT SELL SHOES? 
Sparkling-clear, Plexiglas shoe display sets 


produce more sales. 





Write for catalog “MODERN DESIGN ON DISPLAY" 


Gueranteed 
Set K-12 





25 pieces complete 





Pattern #330—a combination binding —soft, beautiful 


grosgrain-type ribbon combined with pliant, easy to handle cotton. 


Pattern #330 comes in standard colors and can be dyed to your 


Representatives in Principal Cities 





Introduction to Shoe Retailing 


really look for it.” Joseph thought a 
moment. “I know that empty stores 
are hard to get now but I’m sure I can 
find one somewhere.” 

“Somewhere? You mean _  you’re 
going to snap up any location that 
comes your way without thought as 
to what kind of a store you want to 
open and how it will fit into that lo- 
cation, without any sudy of whether 
that location needs or can stand a shoe 
store?” 

“Well . . . Maybe I'll have to give 
that some study.” 

“Of course, location and rent are tied 
together. What rent do you figure to 
pay?” 

“Why ...I hadn’t thought of that. 
What rent do you think I ought to 
pay?” 

“That depends on so many things: 
location, size of store, traffic, how much 
you think the store will earn, and times 
and conditions.” 

“All that?” 

“What kind of shoes will you sell?” 

“Why, the same kind you sell here. 
I’ll have a family shoe store, too.” For 
some reason Joseph felt that he was on 
the defensive. “Is there anything wrong 
with that?” 

“No. But perhaps you would do bet- 
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ter selling only women’s shoes, or men’s 
shoes, or children’s shoes. Perhaps you 
would do better selling shoes in the 
lower price class, or you might be bet- 
ter off going into higher grade shoes. 
It’s better to study these things before 
you plunge than after.” 

“I suppose so.” 

“Have you really figured out if you 
have enough working capital to go into 
business?” 

“T thought I had.” 

“I hope so. There are so many things 
you need. Of course, a complete stock 
of shoes should cost at least ten thou- 
sand dollars. I imagine you have more 
than that.” 

Joseph gulped. 

“Then you'll want money for fixtures, 
fixing up the store, and so on.” 

Joseph looked unhappy. 

“I suppose you’ve money set aside for 
an opening advertising campaign. And 
if you’re starting right, you'll also have 
a reserve fund in case business doesn’t 
turn out as good as you’d expected. And 
knowing how uncertain these times are, 
you are, of course, financially prepared 
to take a licking if prices drop and your 
stock is worth less than you paid 
for it?” 

“Mr. Hultz.. .” 


specifications. When filling your binding needs—remember Potiemn #330. 





But Mr. Hultz was enjoying himself 
too much to stop. “Of course, you have 
your original order all planned and you 
have a stock control system so you won’t 
lose too many sales or won’t go broke 
carrying dead stock.” 

Joseph sighed. 

“When do you expect to open store, 
Joseph?” 

Joseph sighed again. “I guess I'll 
have to learn more about the shoe busi- 
ness and save up a few more dollars. I 
guess I’m not the genius I thought I 
was,” 

‘I'm sorry if I discouraged you, 
Joseph, but I think that you would be 
better off to learn a good deal more 
about the shoe business before going in- 
to your new venture. You would find it 
profitable to acquire a business edu- 
cation.” 

“But I can’t go to college. If I spend 
my money on college, I’ll have nothing 
left to start a store with.” 

“IT may not be the best substitute for 
college, Joseph, but I would be glad to 
teach you what I know about business 
and if you’d read all the books on what- 
ever subjects we talk about, I think that 
you could learn a good deal.” 

“Would you really, Mr. Hultz?” 

‘T’ll be glad to. It'll probably help me 
a good deal if I review the things I’ve 
learned. I might know them better. Let’s 
start a concentrated course in shoe re- 
tailing tomorrow. You understand that 

[TURN TO PAGE 112, PLEASE] 
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8/, to 12, ABCDE 


CHILD LIFE 
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SHOE MANUFACTURING CO. 


MILWAUKEE 10¢ WISCONSIN 
GOODYEAR WELTS EXCLUSIVELY 


Skillfully designed and thoroughly 
tested orthopedic lasts, patterns and 
special construction features give 
SHOES their fine fitting. 

ting and comfort qual- 
find CHILD LIFE SHOES 
to be business builders, unusual profit 
producers. and a top-notch feature 
line for your children’s department. 


Plenty of room 
for all five toes 
to function nor- 
mally ond grow 
straight. 


Scientifically de- 
signed to correctly 
support the metatar- 
sol heads and align 
them for proper foot 
function. 

















Wedged Heel ond 
Counter designed 
ond constructed to 
help prevent pro- 
nation or eversion. 


Filet forepaort, ex- 
tra width at the 
boll for ease in 
treading . . . no 
crowding or pinch- 
ing. 
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Introduction to 


Shoe Retailing 


[CONTINUED FROM PAGE 110] 


this will mean that you'll have to hold 
off your grand opening.” There was a 
twinkle in Mr. Hultz’s eyes. “Maybe 
even for a whole month.” 

“I can wait,” Joseph said with deter- 
mination. “Time doesn’t mean a thing 
to me. I'll even wait two months if 
necessary.” 

“Good. I like your fortitude. All 
right, tomorrow we begin Herbert 
Hultz’s Concentrated Course In Shoe 


112 


Retailing. We will start with chapter 
one... .” Mr. Hultz thought for a 
moment. “... Chapter One, The Need 
For Specialization.” 





Soft and Delicate— 
Trend in French Shoes 


[CONTINUED FROM PAGE 71] 


saw of a shoe as “soft as a glove” is an 
accurate description of new footwear, 
but it is also expressed in all sorts of 
ingenious uses of silhouette and trim- 
ming designed to accentuate the femi- 
nine, delicate look of the foot. 


Longer skirts—and let’s never be 
guilty of the absurd exaggeration of 
“long skirts” into which so many fash- 
ion critics, have permitted themselves 
to fall—beg for the flattery of line 
which tricks the eye into believing the 
ankle to be a slender, ultra-feminine 
attraction. These effects are worked 
out in all sorts of ways. Soft ankle 
bracelets, full or half; pointed effects 
fore and aft; semi-boot outlines which 
give a fleeting impression of high top 
shoes but actually have nothing in com- 
mon with them; shoes that seem to be 
reaching for the skirt, all help this ef- 
fect. Just as drop-shoulder yokes make 
softer looking shoulders or as high soft 
collars flatter the- delicate look, these 
same principles of design lend to the 
attraction of shoes and make them a 
harmonious part of current fashions. 





Stages “Christmas Bonus” 


Promotion 


CHEYENNE, Wyo.—The Bootery at 
1609 Capitol Ave. has launched a 
“Christmas Bonus” promotion in which 
customers will be given a certificate 
with each dollar purchase, and a “Christ- 
mas Bonus Auction” will be held Dec. 
20 at which time items will be award- 
ed to the person offering the highest bid 
in Christmas bonus certificates. At 
any time during the promotion, the cus- 
tomer may exchange low denomination 
certificates for higher denominations. 

Certificates are being given on pay- 
ments on charge accounts made after 
Sept. 28 as well as upon cash purchases. 
Cheyenne radio station KFBC is spon- 
soring the event. 





Plays Up Brand Names 


St. PauL, MInn.—Following a store- 
wide policy, the shoe salon of the Em- 
porium department store, St. —— 
places particular emphasis on bran 
names in its merchandising. 

The salon has numerous smal] shadow 
boxes each of which is given over to a 
single brand. A center-floor display 
unit, low in height and with a distinctive 
curved design, is used to keep brand 
names prominent. On this is made a 
display of popular styles in each lead- 
ing brand carried. With each group, a 
small printed placard is placed promi- 
nently, so that visitors identify imme- 
diately the footwear with the manufac- 
turer and can see the various styles 
offered in each brand. 

This not only makes a striking dis- 
play, but also steps up selling, accord- 
ing to the management, because often 
customers pick directly from the dis- 
play the shoe wanted after a compara- 
tive study of the styles. 

The store advertises by brand in 
newspapers, and windows are often used 
for single brand advertising. 
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y 4, has long made a specialty of carpeting 
shoe stores with its tough, resilient, beautiful Traffic-Tred carpeting. 

The luxurious, cushiony feeling of such carpeting is important...when your 

customers try on shoes, and pose before the low mirror, the handsome background 

of Mohawk carpeting influences their admiration of the shoes, too. They 

always look down...at the shoe salesman, at the shoes he holds out for their inspection. 


Be sure the background for your shoes is beautiful...be sure to see the 
MOHAWK line at your contract dealer's. 


MOHAWK CARPET MILLS, Inc., 295 Fifth Avenue, N. Y.C. 
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THE VIRGINIA SHOE COMPANY, INC. -+ 





Fredericksburg, Virginia 








Review of the 
Retail Trade 


[CONTINUED FROM PAGE 100] 


and green, in that order, the best 
colors for dress-up wear. 

Sears reported a lively demand for 
saddle oxfords in brown-and-white for 
boys and white with either black or 
brown for girls. An effort is being 
made to get more black patent girls’ 
shoes for Spring. More selling of 
whites also is anticipated for Spring, 
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along with wedge play shoes in red, 
followed by blue, pink and pastels. 
T-straps with open toe and closed heel 
also will be played up for Spring, 
in black, white and brown. 

One buyer reported a demand for 
dressier misses’ and children’s shoes, 
and said the Spring outlook is for a 
greater demand than ever on black 
patent sandals. Saddle oxfords have 
been a leader so far this Fall, with 
brown-and-white first, red-and-white 
second and black-and-white third, for 
girls. A bigger demand for color than 








ever before is anticipated in girls’ 
shoes next Spring. Red is expected 
to continue strong; beige and grey 
to be more in demand for dress shoes; 
and red, yellow and green to lead in 
play shoes. 

In men’s shoes, the preference 
among younger Omahans was said to 
be the wing or medallion tip, while the 





French toe continues in first place 
with business men. Men’s dress shoes 
are coming in better than a year ago, 
it was declared, and despite higher 
prices, there is little consumer price 
resistance. Medium shades of brown 
have been most wanted but the dark 
reddish browns are starting to 
move up. 





George Hess New 
Head of NSRA 


[CONTINUED FROM PAGE 80] 


impartial basis. You are paying 
for that service and your money is 
wasted if you don’t use it. 

“I have become more and more 
convinced that what the shoe in- 
dustry needs most is a first class de- 
bunking campaign. Some of the 
theories which I have heard ex- 
pressed and which in my opinion 
need debunking are: 

“Shoes are piling up on retailers’ 
shelves 

“Retail business is falling off 

“The scarcity of hides and leather 
is artificial 

“Huge quantities of hides are 
piled up in the Argentine and when 
Peron pulls the stopper our domestic 
market will collapse 

“Speculation in the futures mar- 
ket is raising the price of hides.” 

“Tt is not our job to consqale or re- 
assure you but if you are the mental 
victims of these confused assump- 
tions there will be a lot of unneces- 
sary stomach ulcers in the shoe busi- 
ness. If you will substitute for the 
rumors and fallacies which are so 
prevalent the facts which Mr. Pat- 
terson will present now and which 
we will send you regularly through- 
out the coming year, you may not 
get rich but you will have more 
fun.” 
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Says Retailer-Branded Goods 
Would Aid Free Competition 


Boston, Mass.—Suggesting in an 
address on “The Responsibilities of the 
Retailer To The Public” that the time 
may come when, “unless there is some 
legal invention which will prevent price 
maintenance” (on the part of the man- 
ufacturer), there may appear on the 
market competitive merchandise “carry- 
ing the brand name of the retailer who 
distributes it,” Jack I. Straus, presi- 
dent of R. H. Macy & Co., of New 
York City, told several hundred execu- 
tives attending the Boston Conference 
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on Distribution that the “growth of 
price fixing and price maintenance has 
created a dangerous situation for the 
community” since “the public cannot 
benefit from the search for lower price 
lines that is characteristic of retail 
competition.” 


Admitting that “the attack on price 
fixing and price maintenance through 
the use of the retailers’ own brands 
cannot be vigorous or effective until 
the supply situation is greatly im- 
proved,” Mr. Straus nevertheless con- 
tended that it is obviously harmful to 
free competition for the price-main- 
taining manufacturer to determine his 


price so as to meet the needs of the 
high-cost distributor. “The community,” 
he asserted, “is deprived of the econ- 
omies of mass distribution at retail and 
the lower prices which would inevitably 
result.” 

Other difficulties in the way of price 
reduction at this time, cited by Mr. 
Straus, were the shortage of raw ma- 
terials and “traditional pricing at the 
manufacturing and retai! levels which 
involves percentage mark-ups and per- 
centage mark-ups on percegtage mark- 
ups.” 

This, Mr. Straus pointed out, “re- 
sults in a pyramiding of profits which 
are unjustified in a period of high 
volume such as this, and which could 
not be maintained if the supply of 
goods were adequate.” 

Recalling some of the early fears of 
an impending depression, and predic- 
tions that retail] prices would go down, 
P. A. O’Connell, president of E. T. Slat- 
tery Company and general chairman 
of the conference, pointed out in his 
opening address that “prices, instead, 
have gone up and will continue to ad- 
vance” but that “the day of large in- 
ventories is over in soft goods” since 
“distributors have come to the conclu- 
sion that profits are made on rapid 
turnovers and lost on hangovers.” 

While dollar volume will be about 
the same this year as last, he said, 
profits will be lower because expenses 
have increased and price resistance 
has forced the retailer to absorb some 
of the advances in the wholesale prices 
of merchandise handled. 

In a message to the conference, 
President Truman said that “our 
economy operates at its most efficient 
level when business profits are realiz- 
able through high sales volume at the 
lowest prices attainable through eco- 
nomical operation and reasonable profit 
ratios.” 

Referring briefly to the world situa- 
tion as it bears on distribution, he as- 
serted: “Our objects remain a free in- 
terchange of products among the 
nations of the world, leading toward 
better and more secure world condi- 
tions.” 


Formally Open Shoe Salon 
In Kansas Dry Goods Store 


HUTCHINSON, KAN.—Formal open- 
ing of the new modern shoe salon of 
the Wiley Dry Goods Company was 
held here recently. The salon, located 
in the northeast section of the main 
floor, is designed in a modernistic 
fashion, with curved lounge seats, in- 
direct lighting and shadow box dis- 
plays. 

A Kansas City manufacturer made 
the specially-ordered furniture for the 
salon. Designing was done by the 
Amos Parrish Company of New York 
in cooperation with Kenneth Miller, 
Hutchinson architect. 

W. J. Spears, who has been in the 
shoe business in Hutchinson for 14 
years, is head of the department. 
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* ee the acceptance of Beau Treds tailored welts by 
- American women that, now, we’re adding a comprehensive line of 

4 lighter, dressier types which you may sell under this favored brand. ' 
; > Styled with the same touch of genius, made with the same exacting 

care and of the same rich materials that have made Beau Treds so 

f popular, these new, slimmer dressy shoes have been made possible 
ee . by the improved Beau-way process. You, and your customers, will ar 
: like CLARISSA and the many new Beau Tred styles we are planning 
and have in work for you. Write today for details. 





‘ L. —E. BEAUDIN SHOE COMPANY 


e.. Pee . 
bes > GENERAL OFFICE - HANOVER, PENNSYLVANIA - f 
re E 5 a i 7 ~ ; " ~* : F 
¥ het OO a oy 









= 





‘Be 





117 


November 15, 1947 





THEY'RE Fibre-Sorting for y 
YOUR Customer-Satisfaction & 


t. 
“eo 
2... 
+ 


ne 


eed 

——— 

 — oo “ 
“3 





You can depend on England-Walton FIBRE- 
SORTING experts to give you soles correctly 
matched for flexibility ... mated for longer, more 


& egland-Wallon 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 
Pure oak bark tanned 


even wear. Because their trained eyes instantly 

detect what you see in these photomicrographs. 
Above you see three typical cross-sections of sole 

leather, greatly magnified. A and B are similar in 





fibre structure; C is very different. At England- 
Walton, A and B will be paired, while matching 
fibre structure will be found for C. 

Today’s price-conscious customers are demanding 


E ngland -Walton Division 
Te A. C. LAWRENCE 
, LEATHER COMPANY 


better value. In shoes, that means maximum evenness 
of wear. It’s good business to make sure they get it — 
with England-Walton FIBRE-SORTED soles. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Hold *48 Elections at Michigan Shoe Fair 





Michigan Shoe Retailers Association and Michigan Shoe Travelers 
Club Elect Officers at Annual Shoe Fair. Attendance 


Heavy, Buying Spotty at Four-Day Event. 


Derroir — The Michigan Annual 
Shoe Fair, sponsored jointly by the 
Michigan Shoe Retailers’ Association 
and the Michigan Shoe Travelers Club, 
opened on Sunday, November 2, with a 
morning breakfast at the Fort Shelby 
Hotel, attended by some 250 retailers 
and travelers. The event was put on 
by the Detroit News. 

Clyde K. Taylor, MSRA president, 
acted as master of monies, and a 
number of shoe celebrities were intro- 
duced, including Nathan Hack, retired 
Detroit retailer, and James Wilson of 
the B. Siegel Company, dean of the lo- 
cal industry. 

Mary Morris, fashion editor of the 
News, gave a well-received talk on 
fashion trends, based on her just com- 
pleted trip to cover Paris style open- 
ings. She complimented the shoe in- 
dustry upon ready adaptability to the 
new trends in women’s styles. 

There was an even earlier opening 
of special events for the traveiers with 
the regular annual business meting 
and election of the club held the previ- 
ous evening at the Hotel Statler, which 
served as convention headquarters. 
Display and sample rooms overflowed 
into both the Tuller and Book Cadillac 
Hotels as well as the Statler this year. 

The Shoe Fair itself drew an excel- 
lent attendance during all four days. 
Buying was generally brisk, but it was 
apparent that a large number of re-- 
tailers were deferring a substantial 
volume of purchasing because of the 
price uncertainties until the December 
and January shows. 

Color was an outstanding factor in 
style trends. Many vivid hues were dis- 
plaved in women’s lines, and many 
models were stocked in up to eight 
colors. There was an even division of 
preference between closed and open toe 
models. 

Emphasis in men’s shoes was upon 
rugged tvpes, especially with tractor 
soles. However. there was somewhat of 
a spluge of colored suedes for men— 
notablv in wine, rose and blve. 

Climax of the Fair was the annual 
banquet held on Tuesdav evening in 
the Arabian Room of the Hotel Tuller. 
Over 400. said to be the largest crowd 
in history, attended. 
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Dates to Remember 


Spring Style Showing, Midwestern Shoe 
Travelers, Paxton Hotel, Omaha, Neb. 
November 15, 16, 17, 18, 1947 
Shoe Show, Tri-State Travelers, Hotel 
Statler, Buffalo, N. Y. 
November 16, 17, 1947 
Some Showing, Associated Shoe Trav- 
Hotel Wisconsin, Milwaukee, 
November 16, 17, 18, 1947 
oe et Travelers Annual Spring 
Showing, Hotel Gibson, Cincinnati, 
Ohio. November 16, 17, =" 19, 1947 
New England Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Copley- 
Plaza, Boston. 
November 17, 18, 19, 20, 1947 
Parker House Shoe | _Show, Boston Shoe 
Travelers A 
November 17, 18, 19, 20, 21, 1947 
Shoe Show, West Coast Shoe Travelers 
Associates, Hoas Building, Hotels 
Biltmore and Lankershim, Los An- 
geles, Cal. November 23, 24, 25, 26, 
Monthly Shoe Show, Shoe Travelers 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. 
November 24, 25, 26, 1947 
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Arrangements for the Fair were un- 
der the joint cnairmanship of Richard 
J. Schmidt, retiring executive vice- 
president of the Retailers’ Association, 
and Samuel S. Weiss, new vice-presi- 
dent of the National Shoe Travelers’ 
Association, assisted by Guy Dixon, 
Samuel Plotler, Howard Preston, 
Homer Shepard, I. C. Warshawsky, 
Henry Schwartz, E. W. Jensen, and H. 
A. Broadwell. 

O. K. Johnson, executive secretary of 
the New York State Retail Association, 
was a speaker at a luncheon for the re- 
tailers’ board of directors, attended by 
representatives of the travelers and of 
the press, on Tuesday. 





Howard Preston President 

Of Michigan Shoe Retailers 
DetrotItT—The Michigan Shoe Retail- 

ers’ Association elected Howard Pres 


ton of H. A. Preston Company, Battle 
Creek, as president for 1948, at the 


[TURN TO NEXT PAGE, PLEASE] 


Luncheon Begins WCSTA 
Fall Show November 22 


Los ANGELES, CAL.—Opening day of 
the West Coast Shoe Travelers Asso- 
ciates’ Fall Show will be celebrated on 
Nov. 22, 1947, with a luncheon in the 
Music Room of the Hotel Biltmore. 
Three leading retailers and three top 
manufacturers will discuss “Price 
Versus Inventory.” 

The three-day Show will end with a 
gala dinner dance on Nov. 25. The or- 
ganization will have W. W. Stephenson, 
executive vice-president of the National 
Shoe Manufacturers Association, as 
guest speaker for that evening. 





Dollar Volume in St. Louis 
Area Up in First Nine Months 


Sr. Louis, Mo.—The retail shoe busi- 
ness in department stores of the four 
major cities of the Eighth Federal Re- 
serve District showed a seven per cent 
gain in dollar volume for the first nine 
months of 1947 over the corresponding 
period of 1946, according to statistics 
recently made public by the Eighth 
Federal Reserve Bank here. Besides 
St. Louis, the statistics included retail 
shoe sales from department stores in 
Louisville, Memphis and Little Rock. 

Of these four cities, St. Louis depart- 
ment stores took the lead in retail shoe 
sales with a 13 per cent gain for the 
period. Memphis department stores re- 
corded a nominal gain of one per cent, 
with Louisville figures not recorded 
separately (but included in district to- 
tals) and Little Rock showing a loss 
for the period of six per cent. 

Greatest district gains, the statistics 
revealed, were made in children’s shoes 
with three per cent. Louisville depart- 
ment stores enioyed a gain of 13 per 
cent in this commodity, St. Louis stores 
a gain of four per cent and Memphis 
stores remained on a par with the cor- 
responding period of 1946. 

Dollar volume of women’s shoes 
dropped three per cent in the district, 
though surpassed the previous year’s 
nine months’ period in Louisville by 21 
per cent. St. Louis stores were off on 
this commodity by six per cent and 
Memphis by two per cent. 

Men’s and boys’ shoes and slippers 
dropped six per cent below the dollar 
volume of the comparative period of 
the previous year in the district, with 
a loss of 11 per cent in St. Louis stores, 
an even break in Memphis and a gain 
of eight per cent in Little Rock. 
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Leather Prices Continue 
Upward Spiral 


Cuicaco—Calf leather prices have 
reached their highest point since 1919, 
with at least one tanner asking $1.50 
per foot for the best grade of women's 
weight calf leather. For such high 
colors as green and red, the price is 
seven cents more. However, the quo- 
tations of calf leather tanners for B 
grade calf leather vary from $1.40 to 
$1.50, with the top selection in men’s 
weights selling from $1.40 to $1.48. 

Latest price lists on calf leather 
show these ranges: Women’s weights— 
B grade, $1.40 to $1.50; C grade, $1.33 
to $1.42; D grade, $1.22 to $1.32; X 
grade, $1.15 to $1.22. 

Men’s weights—B grade, $1.40 to 
$1.48; C grade, $1.33 to $1.40; D 
grade, $1.23 to $1.30; X grade, $1.13 
to $1.20. 

Caught in the upward spiral also 
were sole leathers, which advanced 
anywhere from 2 to 4¢ on heavy, me- 
dium and light bends, and 3 to 4¢ on 
the best grades of finders’ bends. Cut 
sole prices were also revised upward, 
men’s cut soles from 3 to 5¢, and cer 
tain types of women’s cut soles from 1 
to 3¢. Side leathers are from 2 to 4¢ 
more than they were a few weeks back. 


Sole leather offal prices are stronger, 
these being 1 to 2¢ higher. Some split 
leathers experienced similar price 
boosts. 

The current prices on sole bends fol- 
low: Heavy bends, 85 to 87¢; medium 
bends, 89 to 91¢; light bends, 92 to 95¢. 
Finders’ bends bring from 91¢ to $1.00. 

Kip side leathers are currently 
quoted at from 92 to 98¢ for full grain 
vegetable tanned, with corrected vege- 
table moving between 80 to 88¢. Full 
grain chrome brings up to 99¢, but 
sells for less. 

Calf leather tanners report that un- 
filled orders, particularly on the heavy 
leather, are dropping off. However, 
the shrinkage on heavy leather sales 
does not hold true ta the same extent 
when it comes to women’s weights. 
Business there is said to be “pretty 
good.” 


Gets Newly Created Shoe 
Post With R. H. Fyfe 


Detroir—Frank Hardy, who has 
been with the R. H. Fyfe and Com- 
pany for 22 years, has been named to 
the newly created post of merchandise 
manager in charge of all women’s shoe 
departments. 

Hardy has been manager of the 





Produce 39 Million Pairs in August 


WASHINGTON—Shoe and slipper pro- 
duction in August totaled 39 million 
pairs, according to the Bureau of the 
Census, Department of Commerce. This 
output was 14 per cent more than the 
84 million pairs produced in July but 
16 per cent less than the August, 1946, 
output of 46 million pairs. 

August shoe and slipper shipments 
of 40 million pairs were valued at 
$147 million, an average of $3.69 per 
pair. In July, shipments totaled 34 
million pairs, valued at $124 million, 
and in August, 1946, shipments total- 
ing 47 million pairs were valued at 


$144 million. The average price per 
pair shipped was $3.64 in July and 
$3.10 in August, 1946. 

In comparison with the output in 
July, the Augusts production showed 
increases in all kinds of footwear. 
Shoes, sandals and playshoes totaled 35 
million pairs, 12 per cent more than 
the July output of 31 million pairs. 
Slippers for housewear produced in 
August totaled 3 million pairs, 38 per 
cent more than in July. 

Comparative production figures for 
August and July, 1947, and August, 
1946, are shown in the summary: 














Percent of Change 
Production August 1947 
(thousand pairs) Compared With 
Kind of Footwear . — es 

August 1947 July 1947 August 1946 July August 

(preliminary) (revised) (revised) 1947 1946 
Shoes and slippers, Total..... ‘ 38 ,668 33,870 146 , 236 14.2 —16.4 

Shoes, sandals, and playshoes..... . 34,625 30,875 38,968 12.1 —11.1 
SE? LN ee oe ere 8,425 8,053 8,896 4.6 — 5.3 
yanthe" IN «6 0.46 0s k 1,610 1,521 1,740 5.9 — 7.5 
Women's Dathudetvdwdagewecacas 17,495 14,768 20'968 18.5 —16.6 
tint ea pbisaceceantats 2,221 2,118 2,277 4.9 — 2.5 

ee Nd used ata d 2,034 1,867 2,027 8.9 aia 
Infants 1,646 1,452 1,954 13.4 —15.8 
hd nathtnaats vb ba takeing 1,194 1,096 1,106 8.9 8.0 
Slippers for housewear............- 3,466 2,512 6,563 38.0 —47.2 
ee es on 371 1491 20.5 —24.4 
Other feutoanr eatindis ccha ted aba 206 175 214 17.7 — 3.7 




















Minus sign (—) denotes pe 
1 Includes 172,000 oa of shi 


oes made on Government contract. 


2 Not oe with 1947 data. Includes camp-moccasins, loafer-type shoes, strollers, and sports- 
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basement department, carrying wo- 
men’s budget type shoes, for the past 
14 years, and will continue to exercise 
a special concern with this department. 
He is being succeeded in this post by 
Victor Stretche, who was formerly 
assistant manager in the same depart- 
ment. 


Howard Preston President 
Of Michigan Shoe Retailers 


[CONTINUED FROM PAGE 119] 





Michigan Annual Shoe Fair. He suc- 
ceeds Clyde K. Taylor, of the Stuart J. 
Rackham Company, Detroit, who be- 
comes executive vice-president. 

Other new officers are: first vice- 
president, C. Guy Dixon, J. L. Hudson 
Company, Detroit; second, V. J. (Bud) 
LaPorte, A. J. LaPorte and Son, Bay 


City; secretary-treasurer, Homer D. 
Shepard, Shepard’s Shoes, Inc., 
Lansing. 


Elected as directors for three years 
were: C. Guy Dixon; Richard J. 
Schmidt, Schmidt Shoe Store, Hills- 
dale; Morton Hack, Hack Shoe Com- 
pany, Detroit» Stuart J. Rackham, 
Stuart J. Racksom Company, Detroit; 
Fred H. Elliott, Fred Elliott Shoes, 
Inc., Flint; and Jack Willoughby, Wil- 
loughby Brothers, Ypsilanti. 

The association voted to reaffiliate 
with the Michigan Retail Association, 
formerly known as the Michigan Re- 
tailers’ Institute. 

New plan of holding regional meets 
in key cities throughout the state is 
being worked out, to bring the associa- 
tion closer to the local interests of the 
membership. 

A drive for a membership of 500 in 
1948 was launched, with the present 
386 reported the highest on record. 

The retailers discussed the develop- 
ment of an educational program to ac- 
quaint the public with the value they 
are getting in shoes—one answer to the 
current worry over the price situation. 
It was decided to present this to the 
national association for action upon a 
nationwide scale. 


Michigan Shoe Travelers 
Elect 1948 Officers 


Detroir — Curtis W. Johns of the 
Groves Shoe Company was elected 
president of the Michigan Shoe Travel- 
er’s Club for 1948 at the annual elec- 
tion held at the Hotel Statler during 
the Michigan Annual Shoe Fair. He 
succeeds George Lawson. 

Other newly elected officers are E. 
W. Jensen, Five Star Shoe Company, 
vice-president; Moe Cantor, Simplex 
Shoe Manufacturing Company, secre- 
tary; and Al Apple, Portage Shoe Man- 
ufacturing Company, treasurer. 

Elected to the board of directors for 
three year terms were: Carl E. Ver- 
burg, Leverenz Shoe Company; and I. 
C. Warshawsky, U. S. Rubber Com- 
pany. 
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WOMEN’S SLIDE 
GAITER 


1-SNAP OXFORD 





Twenty-five years of “know-how”, a factory designed specifically 
for the manufacture of rubber footwear, and the use of the best 
materials and the best equipment available combine to offer cus- 
tomers of The Servus Rubber Company quality rubber and canvas 
rubber-soled footwear. 


Establish your store as headquarters for quality Servus products. 
You'll like the way your profits increase, and you'll like the satisfac- 
tion of your customers. 


Te , 

) ) 
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IME SERVUS RUBBER C0. 
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RETAIL PRICE 
DEALER'S COST 


VOSBURG FOOT APPLIANCE CO. 


$1.50 PER PAIR 
$7.80 PER DOZ. PAIR 


WE PAY 15¢ per pair P.M. TO YOUR SALESMEN 


VOSBURG'S 
METATARSAL INSOLES 


STYLE 501 


* SOFT SPONGE RUBBER WITH ADDITIONAL RAISES ir 
METATARSAL AND LONGITUDINAL ARCHES. WOMEN'S 
SIZES 5 THROUGH 10, WIDE AND NARROW. MEN'S 
SIZES 7, 8, 9, 10, 11 and 12—one width only. 


IGIG LAVACA Sr. 


AUSTIN TEXAS 











[ SPIEGEL’S HEADLINE VALUES 


MEN'S SHEEPSKIN SLIPPERS—Leo. sole, 
rubber heel, sheepskin sock lining, opera. 
#190 6-12 $2.50 


AO saree LACE PAC—#90! 6-12 
1. 


MEN'S INDIAN-HEAD SLIPPERS — All 
leather. 7£230 1-6 $1.10; 7-12 $1.20 


WCMEN'S CANADIAN INDIAN SLIP- 
PERS—Ceaded, lined, fur trimmed. 


#14 Smooth Elk. Wine, blue, brown, red. 
3-9 $1.90 


#26 Suede splits. Red 4-9 $1.00 


300 INFANTS’ FELT SLIPPERS—S oft 
ea. sole. Red, blue. 3-8 $.50 


| 
356 Child's Felt Mocs. 28-oz. felt sole. | 
lue, red, wine. 9-2 $.75 | 
WOOL KNIT GAITERS—Felt sole, felt |] | 
heel. 6-12. 11" $2.00; 15" $2.75 


Felt innersoles “‘surplus."" 6-12 $1.75 dz., 
$18.00 gross 


| 
CAMP MOCCASINS— Black waterprcof | 
elk. 756 Handsewn 6-12 $3.00; 2-6 $2.90; | 





#742 Machine-sewn 6-12 $1.75 
#7 Women's white machine-sewn 4-9 





CLOSE-OUT SPECIALS 
gg Infants’ Lea. Upper Slippers. Soft 
Sheepsain Lined. Brown, red, 
ie, pers te. 
35c per pair | 
EP 


10 10 


Sizs: 3 4 5 
Pairs: 4 6 6 


| 
CHARLES SPIEGEL COMPANY | 











411 ESSEX ST., SALEM, MASS. 














Elect Officers of Texas | 
Southwest Shoe Retailers 


Fort WortH, Texas—W. D. Owens, 
of Dallas, was elected president of the 
Texas Southwest Shoe Retailers Asso- 
ciation at the three day convention held 
here November 8-5. 

W. H. Sherwin, also of Dallas, was 
named vice-president, and M. A. 
Daniels was re-elected  secretary- 
treasurer. New directors named by 
the group were Joe Dacy, Austin; G. 
V. Nickless, Fort Worth; W. P. Barnes, 
San Angelo; Jack Winnick, Fort Worth 
and Harry Scoggins, Houston. 
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Heavy Buying Reported at 
Northwestern Show 


St. PauL, Minn.—Displays of more 
than 300 lines of shoe manufacturers 
were set up in 181 rooms at the St. 
Paul Hotel, here, at the semi-annual 
meeting of the Northwestern National 
Shoe Travelers Association, running 
from November 1 through 4. 

E. J. Trench, St. Paul, president of 
the association, was director of the 
show. C. W. Sheldon, Minneapolis, a 
director of the association, was confer- 
ence manager. 

Other officers of the association are 
J. N. Brisbois, vice president; Henry 
Thorson, secretary-treasurer; Paul 
Cook, director and James P. Sorenson, 
director, all of Minneapolis. 

The meeting drew buyers and retail 
representatives from northern Mich- 
igan, Wisconsin, Minnesota, North and 
South Dakota, northern Iowa, Ne- 
braska, Montana, Wyoming and Winni- 
peg, Canada. Approximately 2,000 re- 
tailers visited the showings. Orders 
taken during the four days are expect- 
ed to exceed 1,250,000 dollars, Trench 
reported. 

The style showings give evidence that 
the Spring season will be colorful. Red 
and green were prominent. Blue and 
gray are being ordered in _ good 
amounts. There was a swing away from 
the more conservative types to very 
high styles, according to E. C. York, 
a sales representative, who also re- 
ports that reptiles are excellent in high 
brackets. These are also very Ccolor- 
ful, with red and green favorites. 

All manufacturers’ representatives 
agree that open toes and heels are 
stronger than ever. Platforms continue 
to be very much in the picture. Ankle 
strap sandals are excellent. There is 
very cautious buying of closed shoes 
for the “new look.” Black patent for 
early Spring is indicated. 

Casual shoes maintain their high 
place. These are also very colorful. 
Much attention is directed toward pas- 
tel shades for later season selling. Slip- 


pers have had excellent sales, with 
many retailers stressing this section 
for year-round rather than seasonal 
sales. 

Although total sales were excellent, 
retailers are buying selectively, aided 
in this by advice from manufacturer’s 
representatives. 

Representatives are of the opinion 
that shoe prices will continue to rise 
through the coming season, with a gen- 
eral increase cf around 10 per cent, 
as a result of continued shortage of 
hides and wage increases granted tan- 
nery workers. 


Invitations Out 
For Boston Show 


Boston, Mass.—More than 2500 per- 
sonal invitations have been mailed to 
the nation’s leading shoe wholesalers, 
buyers and retailers to attend the New 
England Shoe Market Week on Nov. 
17, 18, 19 and 20, according to Maxwell 
Field, show manager and executive 
vice-president of the New England 
Shoe and Leather Association, spon- 
sors of this show. 

“Shoe buyers planning to attend 
this important Spring show should 
immediately write our association for 
hotel sleeping room reservations,” Mr. 
Field said, “due to a heavy advance 
registration and great demand for 
hotel accommodations in Boston. Every 
visiting buyer is assured suitable hotel 
accommodations due to our associa- 
tion’s plan for registration of visitors 
before they arrive in the city. 

“The perfect timing of this show is 
emphasized in this communication, as 
the only Spring Shoe Show timed best 
for intelligent buying, final commit- 
ments and final style decisions. Em- 
phasis was also given the promotion 
features of this Boston show, with the 
appointment of a fashion publicity 
counsel—Miss Virginia Harris—to ad- 
vise consumer fashion editors and the 
public of authentic Spring 1948 shoe 
styles.” 
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that LITTLE YANKEES, 


after only 3 years, have taken their 
place among the leaders in the 
children’s shoe field! 
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Pied Piper ---"""°, 602 

Pedicraft --+-*""""" 600 If you have not received your copy 
Childeraft pee 4 of the latest Little Yankee pro- 
ey Clab Be. wose°* 510 motional folder featuring 5! new 
Ye Olde Brick ---** 508 retail newspaper advertisements, 
Kamp-Tramps write for your free copy to Yankee 





measuring 10% 
(Advertisements Shoemakers, Newmarket, N. H. 


lines oF over.) 


Litéle 
DESIGNED TO KEEP 


THE YANKEE SHOEMAKERS, NEWMARKET AND PORTSMOUTH, NEW HAMPSHIRE 
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LITTLE FEET NORMAL 


* SALES OFFICES—NEW YORK + LOS ANGELES 
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For almost half a century the name 
of Altschul has been synonymous 
with the finest in shoes for tots to 
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West Coast Shop Takes British Theme 





Showing the new Johnson & Murphy outlet, one of a number of leased depart- 
ments in the London Shop, Beverly Hills, where aristocratic British furnishings 
provide background for quality merchandising. 


BEVERLY HILis, CAaL.—Jack Tate, 
West Coast representative of Johnston 
and Murphy, Newark, New Jersey, has 
opened a striking new shoe department 
at the London Shop, here. Tate is op- 
erating the new footwear unit as a 
leased department in the men’s apparel 
store, which specializes in better grade 
men’s wear. 

Furnished and decorated at a cost of 
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some $15,000, the new depariment is 
of English decor, in harmony with the 
rest of the building’s shops. Definitely 
masculine and comfortable, it has the 
look of an exclusive men’s club. 

Wall paneling, fitting stools, and fix- 
tures are of hand-carved oak. Chairs 
are in smooth oak with blood-red 
leather seats. Carpet and plush drap- 
eries are in deep red. 


117 GRATTAN ST. 


FOUNDED 1899 





A complete line of juvenile shoes, 
with special attention to orthopedic 
types, is being made available in 
ever-increasing quantities. 





Of special note are the fitting stools 
and mirrors, both of which are of hand- 
carved oak in such typical English mo- 
tifs as the royal crown. 

Other noteworthy details include 
brass ash stands surmounted by brass 
crowns and with the stems of the 
stands wrapped in red plush, hand- 
somely framed etchings of English 
scenes, and lamp posts similar to those 
found in London. The heavy oak door 
is a copy of one found in an English 
shop. -Beamed oak ceilings and indirect 
lighting carry out the warm, intimate 
theme. 





Open Store in Memphis 


MEMPHIs, TENN.—J. C. Melton, life- 
long Memphian, and J. W. McCoy, who 
came here from Chicago, IIL, nine 
years ago, have opened a new shoe 
store at 168 Madison Street under the 
name of Melton & McCoy. 


Store Changes Ownership 


New Haven, Conn.—Louis Miller, 
former manager of the A. S. Beck shoe 
store in New Haven, and Manny Wein- 
stein, owner and operator of the Wins- 
ton stores in Meriden and Southington, 
have purchased the John L. Voland 
Tread Easy shoe store on Center St., 
in New Haven, from the estate of the 
late Mr. Voland. The store will be op- 
erated under its present name. 
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New Block-Long Coward Store in Boston 





The new Coward store in Boston, showing the men's and children's depart- 
ments on the main floor. Soft green carpeting blends with the yellow, plum and 
green plastic-covered chairs. Display fixtures and wood trim is in natural birch. 
Ten thousand square feet of selling space are contained in the first, second and 


basement floors of the store. 


Boston, Mass.—The opening of the 
new Coward shoe store at 35 West 
Street going through the block to 25 
Temple Place, took place on Monday, 
Oct. 27, according to an announcement 
by Albert S. Aronson, vice-president 
and general manager of the company. 

Philip Theopold, chairman of Bos- 
ton’s Red Feather Community Fund 
Campaign, and Miss Red Feather were 
guests of honor at the opening day 
ceremonies which were held at the 
Temple Place entrance of the new 
store. 

The new Coward shoe store occupies 
the basement, street level and second 
floor, running 225 ft. through the block 
from West Street to Temple Place. It 
has a 37-ft. front on West Street and 
a 31-ft. front on Temple Place. The 
construction was carried out at a cost 
of $200,000. 


Among the noteworthy architectural 
and functional features there is an en- 
tirely novel floating ceiling of expanded 
metal which integrates the cold cath- 
ode lighting and air-conditioning sys- 
tem. Shoes are carried in concealed 
stock galleries. A graceful skeletonized 
interior stairway in the center of the 
street level leads to the second floor, 


but customers can avail themselves of 
the modern, attendant-operated Otis 
elevator. The sales area is covered 
with uncut loop carpeting for effortless 
walking. : 

The store, which continue? under the 
management of John J. Heffernan 
provides seating capacity for 200 cus- 
tomers in approximately 10,000 sq. ft. 
of selling space and nearly an equal 
area devoted to employee facilities, 
office, shoe repair shop, display shop 
and other non-selling functions. 

A women’s shop featuring hosiery, 
handbags, playshoes, slippers and other 
accessories, occupies the Temple Place 
portion of the main floor. The West 
Street portion is devoted to men’s 
shoes and the central portion of the 
main floor contains a spacious, brightly 
designed children’s department. 

The second floor is devoted to the 
women’s shoe department and features 
a selection of new high-style shoes, as 
well as classic walking shoes. Turien 
of Paris and New York has designed 
some of these exclusively for the 
Boston Store. An attractive Sorority 
House department for teen-age girls 
will occupy a substantial portion of 
the second floor, adjacent to the 
women’s department. 





Reduce Price of Shoes 
During 77th Anniversary 


NEWARK, N. J. — Despite rising 
prices, shoe buyers at Kresge’s in New- 
ark, have managed to present offerings 
at reduced figures as commemorative 
features for this department store’s 
77th anniversary. 

Customers of this women’s shoe de- 
partment who ordinarily would never 
look for ten-dollar shoes along with the 
quality footwear—since shoes in that 
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category several years ago were rele- 
gated to the basement—are finding in 
October, “a month of savings” at 
Kresge’s, with certain styles priced as 
low as $10.95. As one enters the at- 
tractive, modernized salon, anniver- 
sary posters, with the dates 1870 and 
1947, call attention to a display of 
shoes at drastic reductions. 

In the basement of this Newark de- 
partment store, certain shoes are fea- 
tured for women at $2.99. These are 
arranged on tables according to size. 
















Lioucer 
of VISUAL 
FITTING 


X-RAY 
SHOE FITTER! 


da. Fi 
FURST — Scar wacatan. 


ting shoes with scientific accuracy. 
Perf d 
FIRST — siscty rosturee tor 
more than 25 years. , 
in Smart, Classically 
FIRST— Styled Cabinets, beav- 
tifully finished. 
t bi Vi 1 
FIRST— Selling od Weonal 
Fitting. 
f Lead 
FIRST CHOICE hes ‘an 
chants — The Simplex is now avail- 
able on a 90-day delivery basis. 


Ask your Simplex X-Ray Represen- 
tative, or write — 


AY, vy 


X-RAY) 


SHOE FITTER 4c. 


3533 NORTH PALMER STREET 
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1g IMPORTANT! : 
~ Tubes for X-Ray Shoe fitting ma- 
| chines are especially designed. 
= Ordinary X-Ray tubes do not have 
GF , sufficient anode angle to cover the whole 
screen. We have the correct type for your 
machine—in stock—for immediate delivery. 


X-RAVYHEADQUARTERS |: 


» FOR GENUINE ADRIAN REPLACEMENT PARTS ; 
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Style 
6007 Size 1%" x 2%," With store name 
Black Kid 4 Eyelet 30¢ per doz. printed on tags: 
CATALOG ON REQUEST GYPSY OXFORD 12 Doz.—$3.00 12 Doz—$5.50 
STRONG ALL KID LINE A, B, C, D, E & EEE. dis thin a 24 Doz.—$9.25 
Long Run of Sizes and Widths 14/8 HEEL. | oan price in 
To Retail about $6.00 ALL IN-STOCK meee aimee a. 
with store name; ‘to $2.25 i 
MONROE BROTHERS & COMPANY any color desired. BAP sane: t 
835 WORTH 19TH STREET “V""—Spring colors, white easel, pink border, green stripes. 3 
PHILADELPHIA 36, Pa. V-1—Autumn colors, orange, brown stripes, white, easel, price black. . 
ESTABLISHED 1817 | | Merchants’ Serviee Dept., 209 S$. State St., Chicago 4, Illinois : 
| ° 
i 
I 
Head of West Coast Shoe Firm 1” tops,” says Mr. Kaufmann. & Kaufmann were one of the first firms n 
H ‘ In 1894, in a setting of sand dunes, to start a store on Market Street. f 
onored on 50th Active Year horse drawn carriages, cable cars and “At first we sold only men’s shoes. 

San Francisco—Adolph Kaufmann, °®ate mansions, Max Sommer (father The ladies wouldn’t venture down town a 
chairman of the board of Sommer & through the mud and debris while the e 
Kaufmann Shoe Store, 838 Market city was being rebuilt.” 
street, San Francisco, celebrated his Later the building was purchased by 
50th year with the company on Octo- the firm and more stories added until 
ber 2. the present, modern establishment was I 

Sharing i i 4 achieved. 
mann on Bp Neoptera hs oom Mr. Kaufmann, still active and full I 
some thirty of whom have been with of chuckles, and his wife, the former 
the firm more than 25 years. Joseph Alice Delbanco of Elko, Nevada, have ai 
Mayerhofer, president of the em- been married 44 years. They have two h 
ployees’ association, presented Mr. sons, both of whom are in the shoe , 
Kaufmann, with a pen and pencil set business. Melville, the elder, is presi- “ 
on behalf of the group. Herbert L. dent of the shoe manufacturng com- Ps 
Sommer presented his genial, keen- pany, Casuals, Inc. Los Angeles, 
minded partner with a beautiful wrist Calif.; the other son, Felton, is secre- B 
watch, on which was engraved: “Fifty tary of Sommer & Kaufmann, Inc. , 
Years—With Affection and Gratitude of 
—Sommer & Kaufmann.” Establish New Salon - 

olp ufmann, now 74, came to i 
San Francisco from Hainstadt, Ger- In Specialty Store - 
many, in 1888, ADOLPH KAUFMANN DurHAM, N. C.—A new shoe salon c 

With relatives on this side of the of Britain’s, Inc., has been opened in st 
water to make arrangements, the young of the present Herbert L.) and M. J. Robbins, women’s specialty shop, at w 
man came here, expecting to go to work Kaufmann, cousin of Adolph, started 113-115 West Main Street. a 
in a shoe factory. He landed only to the first Sommer & Kaufmann shoe Britain’s, with headquarters in w 
find the factory closed. store, on Kearney Street. Adolph be- Raleigh, N. C., has announced plans to } 

“For better or worse,” as he says, came a part of that firm. He says open several more departments in the P 
he then got himself a job as $1 a week “We had four employees and the top Southeast. Ralph Goins, of Durham, 
errand boy in a San Francisco shoe price of shoes was $5. They ran from was appointed manager of the depart- 8: 
store. “Those were the days of import- $2.50 up.” ment in Robbins, with all buying to ps 
ed French kid shoes with the high but- After the big fire of 1906 Sommer be done through the Raleigh offices. $2 

Ne 
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Joins Brother as Partner 
In San Diego Shoe Store 


San Dieco, CaL.—J. M. Hieshetter, 
formerly with the Scholl- Mfg. Com- 
pany, as educational and sales repre- 
sentative, has joined his brother Al as 





J. M. HIESHETTER 


partner in the Brothers Foot Comfort 
Shop, 1224 Fifth Avenue, here. 

Both brothers have spent many years 
in corrective shoe and appliance fit- 
ting. Mr. Hieshetter has spent 33 
years, the last 26 with the Scholl Mfg. 
Company. For 17 years he has made 
his headquarters in Los Angeles. Al 
Hieshetter opened his store 10 years 
ago, and prior to that he spent 15 years 
in corrective shoe fitting in different 
parts of the country, 10 of them as 
manager of the Dr. Scholl Foot Com- 
fort Shop in St. Louis. 

The San Diego store has grown from 
a@ one-man operation to a staff of four 
salesmen and a hostess shop. 





Find Style Selling Factor 
In Safety Shoes 


CornInGc, N. Y.—Style sells even 
safety shoes, the Corning Glass Works 
has found. As a service to its em- 
ployees, the company buys and distrib- 
utes such footwear at wholesale prices, 
ranging from $6 to $7.40 a pair. 

Not long ago the Safety Equipment 
Room stocked only one type of safety 
shoe. Now it offers a wide selection 
of high shoes and oxfords in a choice 
of colors, also shoes for women. The 
more attractive product has boosted 
sales to an all-time high, according to 
Carl Carlson, storekeeper. Last year’s 
shoe business amounted to $12,000. A 
variety of other safety equipment 
raised total sales to $21,000, which 
would indicate that Corning Glass em- 
ployees are safety-minded. 

Not all of the business was cash. 
Safety shoes may be purchased on the 
payroll deduction plan for as little as 
$2 weekly. 
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DISTRIBUTING POINTS ¢ 


le Sewe You! 


Introducing our new style JOHN—already leading the most popular 
numbers in the TRADE BUILDER line. WHY? Because it has all the 
excellent fitting qualities and the long wearing features of our better 
established numbers—plus a smartness that will please your most 
discriminating customers. 

Write your NEARBY TRADE BUILDER Distributor and ask him to f© 
—— a 
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California 
Los Angeles, C Shoe Co. 
eae, Ve oorhies- 


Colorado 
Denver, Kemp Shoe Co, 
Florida 
Jacksonville, J. H. Churchwell Co. 


Georgia 
Atlanta, Gramling & Collinsworth 
Illinois 


ergy bag) Bros. 

Peoria, John Moser & Son 
Indiana 

Indianapolis, E. P. Bayless Shoe Co. 
lowa 

Cedar Rapids, Otis Leather Co. 

Dubuque, Merchants Supply Co. 
Maine 

Bangor, W. S. Emerson Co., Inc. 


; Sinennees 
Minneapolis, Dodson-Fisher Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York 
New York City, Powell & Campbell 


Ohio 
Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Zanesville, Black & Grant Co, 
Pennsylvania 
Philadelphia, Bell, Walt & Co. Inc. 
Pittsburgh, ‘Newell & Schneider Co. 
York, D. S, Peterman & Co. 
Tennessee 


B 1, King Bros. Shoe Co. 

Prete ile, McCallie Shoe Co, 

Memphis, Wm. R. Moore Dry Goods 
Co. 


Uteh 
Salt Lake City, Zion's Co-Operative 
Merc. Inst. 


Washington 


Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jel Newberry Co. 
Wisconsin 
Milwaukee, Gaenslen Bros, Leather 


Osinosh, H. C. Roenits Co. 
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JOHN—Black 
Kip Plain Toe 
Blucher Ox- 
ford with a Heavy Steel 
Shank, Half Rubber Heel, 
and Oak Bend Outsole. 


Width Sizes 
BD ccccccce ..6toll 
Dt snghedwetecant 6 toll 
B® ccoscesece 6 to 12 








WHERE TO BUY 


This Nationally 


DISTRIBUTED LINE. 
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YOUR BEST BET 
FOR GREATER 


SLIPPER prRoFits 


GERDA 








Genuine 
ling Bootee. Hoard Flexible 
Leather Soles. Shearling 
Lined. 
9886 Men's Full Sizes, 6-12 
$3.00 


9885 Women's Full Sizes, 
49 $2.75 





isis _ Sheeting See us at your 

Sole. Full Sines, 612 Regional Shows 

G FR gly 
COMPANY INC. 


IMPORTERS + EXPORTERS 
158 DUANE STREET, NEW YORK 13, N. Y. 




















Send for 


Catalog 


Send PIERCE’S shoe forms | - 


on the were, as 3 *bal-4 ee) | 
silent extra salesmen \ INDUSTRY 


Available in 
CELLULOID, FIBRE and BUCKRAM 


Prompt delivery on all models 


C. S. PIERCE COMPAN 


BROCK ON MASS 











New Haven Shoe Retailer 
Holds Fashion Shows 


New HaveN—Edward Caso, Temple 
Street retailer of better women’s shoes, 
inaugurated this week the first of a 
series of shoe fashion shows designed 
to stimulate interest in quality shoes 
by introducing footwear fashions not 
yet passed upon by the New Haven 
buying public. 

Caso, always a style leader, took ad- 
vantage of the five-day shopping week 
in New Haven and launched his show 
on Monday, Oct. 27, at his ‘salon at 
141 Temple Street. Selected groups of 
about 50 women filled the shop to ca- 
pacity at each of the three afternoon 
presentations. 

Admission to the shows was by invi- 
tation only and Caso reported that 
over 80 per cent of the invitations sent 
out were responded to. Because of the 
limited size of the shop, numerous 
ladies without invitations were unable 
to gain entrance and crowded the en- 
trance to the shop. 

Dramatically staged by Elinor Mair- 
orani, this Fall fashion showing fea- 
tured advanced footwear styles set off 
by’ models wearing clothing accentu- 
ating the “new look.” 

Approximately 20 different shoes 
were modeled during the showing, each 
described in detail by an off-stage an- 
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nouncer who, working from prepared 
script, gave continuity to the entire 
show. Open toed opera sling pumps 
highlighted the first portion of the 
show with black suede as the keynote 
color. Open toed sling models with 
closed heels were also presented in 
suede, both green and brown, and in 
sophisticated “cobra bronze,” all fea- 
turing what was described as _ the 
“closed look” in open toed styles. 

In the second portion of the show, 
closed toe pumps with ankle bracelet 
straps and T-straps, upswept and but- 
ton bows, in the classic black suede 
and in alligator set the pace. High- 
lighted was a black suede pump, me- 
dium-heeled, with detachable bracelet 
ankle strap of gold, easily convertible 
from afternoon to evening wear. This 
model was audibly well received by the 
onlookers. 

“Round the clock” styles in ballets 
closed out the Caso showing. Kidskin 
in gold and “volcano” red” with 
squared insteps were patron pleasers. 

Mr. Caso plans to continue these 
shows throughout the Winter. 





Made Buyer of Play Shoes, 
Slippers for Lane Bryant 


New YorkK—Harold Siegel has been 
appointed buyer of playshoes, slippers 
and rubber wear for the Lane Bryant 


chain of specialty stores, according to 
an announcement by Emmanual Win- 
kelman, genera] manager of Lane Bry- 
ant, Inc., 465 Fifth Avenue, New York 
City. 

Mr. Siegel was formerly department 
manager of the shoe department of 
Lane Bryant’s New York retail store. 
Before coming to Lane Bryant, he was 
an associate buyer at Macy’s for many 
years. 

Mr. Siegel succeeds Irving Sigal, 
who resigned and is leaving for the 
West Coast due to illness in the family. 
Mr. Sigal was associated with Lane 
Bryant for 18 years. He will go into 
his own business in California. 

Fred Beck will continue to merchan- 
dise the shoe departments for all the 
Lane Bryant stores. 





Opens Second Unit 
In Miami Beach 


MIAMI BEACH, FLa.—Charles Harris, 
owner and manager of “The Tropic 
Trotter,” 1419 Washington Avenue, 
Miami Beach, has opened a second unit 
known as “The Trotter,” at 600 Lincoln 
Road Building, Miami Beach. The new 
shoe store will carry only nationally 
advertised brands. 

Associated with Mr. Harris in the 
shoe business is his son Lester. 
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What's New 


Adds Purse-Room 
To Wedge-Type Styles 





New York.—Struck one day by the 
large amount of unused space in his 
wife's pair of wedge shoes, Tom O'Neal, 
essociated with the theatre business 
here, hit upon the novel idea presented 
in the photograph. The compartment, 
which is made of aluminum, locks with 
@ small key and is practicable for beach 
or evening wear, according to Mr. 
O'Neal, who has a patent pending on 
the idea. 


Designs and Manufactures 
Toe-Stretcher for Tight Shoes 


New YorkK—A toe-cap stretcher for 
tight shoes is being manufactured and 
marketed by Richard Rosen & Company, 
Long Island City, Queens. The device, 
on which Richard Rosen has a design 
patent pending, is made of two pieces 
of metal joined at a fulcrum. The round- 
ed ends of the meta! arms are placed 
inside the shoe in the toe area and the 
instrument is worked by hand, softening 
and stretching the leather to the desired 
degree. 


Invents Shoe-Tree Which 
Fits on Outside of Shoe 


YOuNGSTOWN, O.—A shoe-tree which 
fits on the outside of the shoe, to allow 
air to circulate on the inside, has been 
invented by Edward Galaida, here, and 
is being marketed by the Exeter Shoe- 
Tree Company, in Youngstown. The 
shoe-tree clamps on the sole of the shoe 
and is adjustable. 





Unusual Style Sells 
Heavily in St. Louis 


St. Lovuis—The feminine consumer 
quickly forgets about the high cost of 
eggs and the necessity for rationing 
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her dollars when she is confronted 
with a footwear style she never before 
has seen. Anyone doubting this should 
talk to Dallas Neely, manager of 
Adrienne’s, in downtown St. Louis. 
On a recent Sunday Mr. Neely ad- 
vertised a shoe new to St. Louis, “Run- 
abouts,” a Turkish toed, low heel 
wedge with an ankle strap and toe 
bow, made up in suede, kid and reptile. 
On Monday and Tuesday and during 
the remainder of the week his sales 
personnel had little time for any- 
thing, except to sell “Run-abouts.” 
Mr. Neely’s promotion of the shoe in 
the Sunday Globe-Democrat and his 


prominent display of the style in his 
windows all aided in its rapid move- 
ment into the hands of the consumer, 
but just as important was his catering 
to the demand of today’s selective 
buyer with a shoe that is different. 

The “Run-abouts” were priced at 
$10.95, with the exception of gold and 
reptiles. In suedes the colors just 
about ran the gamut—rouge, candy 
pink, violet, green, grey, Balenciaga, 
black, brown, powder blue and yellow, 
with gold, bronze chartreuse and navy 
blue with red being offered in kid. The 
reptile leathers included cobra and 
snake. 
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Look to Prima for finest quality in ballet-type shoes. 
These darling “Baby-Doll” Anklets have bend leather 
sole and “low-down” outside heel with inside phantom 
wedge heel. Full barefoot Faille lined, with drawstring 
for better fit and appearance. 


No. 37—Kid leather in black, white, red or green, 
$3.45 
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No. 38—Suede leather in black, red or green, $3.85 

No. 39—Gabardine in biack, $3.45 

No. 36—Satin in black or tintable white, with choice 
of self strap, gold or silver kid, $3.45 

No. 35—Gold kid, $6.50; Silver kid, $6.00 






LOOK PPR KIRILL 
Extra straps of any listed material or color avail- 
able at 50¢ p pair. Prima Dollerinas can be fur- 
nished in AA widths in sizes 5 to 10, in B widths, 
sizes 3 to 10. There is a service charge of 10¢ per 
pair on all orders for less than 12 pairs of a style. 


Terms—Net 30 days. 


“Ballet Makers to the Younger Generation” 


PRIMA, INC. censors onie 
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Frank Brothers’ New Store 





Accessories, such as gloves and handbags, assume a 
primary importance in the new Frank Brothers’ store on 
fashionable 57th Street, in New York City. The first floor 
of the building, as shown in left photograph, devotes al- 





the rear sets off the main women's shoe department. 

An outstanding example of designer Dorothy Draper's 
motif of the “modern home", employed throughout the 
store's decor, Is the men's shoe department shown in the 








most half of its space to counter and shadow box display 


of coordinated goeds. 


New YorK—After 30 years in a 
Fifth Avenue location, Frank Brothers’ 
new store on 57th Street here, a revo- 
lutionary approach to shoe retailing, 
opened recently in its imposing, four- 
story building with white marble fa- 
cade. 

The .dnterior, styled by Dorothy 
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The striking wall paper seen at 


Draper, is vividly informal, with each 
floor and department decorated in a 
style as “home-like,” as far from the 
“institutional,” as possible. Color is 
extraordinarily vivid and unusual 
throughout and is used for striking, 
individual effects. 

The main floor is styled to appeal 


photograph at right. Here the illusion of a living room in 
a modern country home is enforced with complete detail. 


equally to men and women, according 
to Miss Draper’s intention. Pale walls 
and white-and-silver draperies and an 
Eighteenth century wallpaper of bright 
floral design form a background for 
furnishings, which include black chairs, 
some red, some green or yellow, and 
black-lacquer breakfronts. 


Boot and Shoe Recorder 











A Play Shoe Room, English Shop 
and Gallery are located on the mez- 
zanine. The Gallery was designed 
solely as a place of meeting for friends. 
The floor is unified by a single color of 
light blue and one-tone carpet through 
all of its sections. 

The men’s shop on the third floor ap- 
pears to be modeled after a modern 
living room in a country home. Deep 
chairs and loveseats are flanked by 
modern tables of black lacquer, on 
which are over-size table lamps. Ve- 
netian blinds, curtains and large wall 
mirrors add to the suggestion of a 
home. 

Stock is in all cases concealed in 
modern storerooms in the rear. A mod- 
ern elevator makes each floor readily 
accessible. Very nearly every functional 
advance in store design has been em- 
ployed to create a fully efficient oper- 
ation, it was said. 


Sells Specialty Shops To 
Enter Retail Shoe Business 


Smwney, N. Y.—The Smart Bootery, 
featuring a number of nationally adver- 
tised lines of shoes for women and chil- 
dren, has been opened in a modern, at- 
tractive store here by D. Melnick and 
Larry Haynes. 

A Sidney merchant for over forty 
years, Mr. Melnick formerly operated 
the Rosalyn Specialty Shoppes, which 
he liquidated to go into his present 
venture. 


Orthopedic Graduate 
Opens Shoe Store 


CLAREMONT, N. H.—The Brentwood 
Shoe Store opened Oct. 31, at 34 Tre- 
mont St., under the management of 
Paul J. Bureau. 

Mr. Bureau formerly operated a shoe 
store in Manchester and is a graduate 
of Dr. Scholl’s Orthopedic School, Chi- 
cago, Ill. The new firm will carry all 
lines of footwear and will make a 


specialty of the “Kiddies’ Nook.” 





25th Year Since Opening 
Of First Thom McAn Store 


New York—The 25th anniversary of 
the opening of the first Thom McAn 
shoe store was celebrated last month 
by the Melville Shoe Corporation, with 
executive offices here. The Thom Mc- 
An chain now numbers 231 stores. 

The Melville Shoe Corporation also 
owns and operates the John Ward and 
Rival chains. 





De Waynes New Men’s Shoe 
Store in Phoenix 


PHOENIX, ArIz.—A modern retail out- 
let catering exclusively to the men’s 
shoe trade, opened recently in the down- 
town Hotel Adams building in this city. 
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The Shoe Of The BABY Determines 
The FOOT Of The ADULT 


Orcie Vere ear is 
A Healthier, Happier Year 
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BABIES 


Made With Exacting Core 
From The Choicest Materials The Market Affords For The 


FINEST BABIES 


On The Face Of The Earth! 


IDEAL srsy noe oo 


DANVERS, MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 





Under the name of De Waynes, the new 
store will be operated by Cecil E. De 
Vaney and Wayne Heffner. 

De Vaney, a shoe retailer in Arizona 
for 25 years, also operates the De Vaney 
Conformal Shoe Store in Phoenix and 
the D. D. Bootery in Flagstaff, Ariz., 
and acts as president of Alex’s Toggery, 
Inc., in Flagstaff. Al Kennedy will 
serve as manager of the new store. 

The store front, conforming with a 
growing trend toward the use of native 
motifs in architecture, features Arizona 
designs and decorations. The facade and 
foyer are constructed of Arizona flag- 
stone. 


Women’s Shoe Sales Up Outs 
Last Year In Spokane 


SPOKANE, WasH.—“Showing increases 
over last year,” is the way the majority 
of shoe retailers in Spokane describe the 
volume of buying in women’s shoes now 
that the fall season has fairly well ad- 
vanced and somewhat cooler weather 
here has encouraged changes in cos- 
tumes. 

Turning to men’s shoes, the consensus 
seems to be that these are not selling 
as well as women’s, in proportion, and 
that the volume is slightly down from 
the same period in 1946. 
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Stone Shoe Company’s Annual 
Outings Become Traditional 


CLEVELAND, O.—Good féllowship in 
an organization is highly important to 
the morale and efficiency of the person- 
nel, it is felt by the management of the 
Stone Shoe Company, here. 

The Stone Shoe Company, many of 
whose members have been with the or- 
ganization from 10 to.20 years, sets 
aside a day in the month of September 
each year for an annual picnic. As a 
a matter of fact, in view of the large 
Stone organization today, two outings 
are held—one for the men and one for 
the ladies. For the men, it’s baseball, 
horseshoe pitching, cards, etc., and for 
the ladies it’s three-legged races, keno, 
and other games selected for the occa- 
sion. And there’s always the crowning 
event of the day—the big dinner, with 
informal speeches, prizes, awards, and 
general good fun. 

These annual outings, when all em- 
ployees are the guests of the president, 
J. H. Roberts, have become traditional. 
This year’s outings, held at Bessie Mil- 
ler’s Resort, were typical. At the men’s 
outing, there were 75 in attendance in- 
cluding guest members of the Stone 
Shoe-Wright Arch Preserver baseball 
team which annually carries the Stone 
banner in the municipal baseball 
league. Other guests were Burt Jack- 
son from E. T. Wright & Co., Skip 
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Wright from Winthrop, Stanley Drake 
from Howard & Foster, Ed Olsen from 
Weyenberg, Jim Petarek, of U. S. Rub- 
ber Company, and Horace Mayers, 
Julian & Kokenge salesman, who en- 
tertained with his dialect yarns. Fol- 
lowing the brief after-dinner talks by 
president J. H. Roberts, the host, guest 
salesman, and members of the Stone 
staff, gifts were distributed, ranging 
from ties to fountain pens and safety 
razors. The problems of turnover, 
markup, adjustments, etc., were tem- 
porarily forgotten. 

The ladies’ outing took place a week 
after the men’s outing, with approxi- 
mately 50 present. The headline speech 
of this meeting was given by Miss 
Joan Roberts, daughter of the host, 
who offered interesting tales of her 
recent visit to the Dominican Republic. 
Arrangements for both outings were 
worked out by Walter Jehlicka, man- 
ager of Stone’s East 105th Street 
store. The personnel from all three 
Stone stores were present. 





Open Second Unit 


In Shreveport 


SHREVEPORT, LA.—Rosenberg Shoe 
Store has opened its new unit at 3006 
Highland Avenue. 

“The store will carry a line of stock 
similar to that sold at the downtown 





store, featuring children’s, teen-agers 
and casual women’s footwear,” the 
management stated. 


Shoe Ad Headlines 
Importance of Fitting Stool 


ALLENTOWN, Pa.—‘We’re proud of 
our fitting stool,” said a 70-inch ad- 
vertisement recently used by Wether- 
hold & Metzger to drive home the im- 
portance and intricacy of correct fit- 
ting. 

“Our pride in it results from the 
many unusual and humane services 
which emanate from it,” continued the 
ad. “Feet piay a most vital part in 
retaining body health. From the fit- 
ting stool we not only sell shoes, but 
we carefully fit shoes with modern fit- 
ting devices. . . . We prescribe correct 
lasts for individual feet and in many 
instances advise a visit to a doctor or 
chiropodist. . . . Correct fitting of shoes 





«depends largely on two vital things—a 


wise and comprehensive assortment of 
types and sizes of famous shoes to 
choose from and experienced fitters to 
make the right choice.” 


Opens Corrective Shoe Shop. 


RUTHERFORD, N. J.—Correct Shoe 
Fitters, Inc., have opened an orthope- 
dic and corrective shoe shop at 14 
Ames Avenue in Rutherford. 

The store is under the management 
of Irving Silberbogen who has had 
over 25 years of experience in correc- 
tive and orthopedic shoe fitting. 


Will Open Tenth Unit 


PHILADELPHIA, Pa.—The Dial Shoe 
Company, a chain in the Philadelphia 
area, will in the near future open their 
tenth store at 602 Edgemont Avenue, 
Chester, Pa., according to an announce- 
ment from the firm’s executive offices, 
731 Arch Street, here. 











PHILADELPHIA SHOE 
WHOLESALERS’ ASSOCIATION 
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Formally Open Three 
Modernized Shoe Departments 


BINGHAMTON, N. Y.—Fowler, Dick 
& Walker has formally opened its mod- 
ernized women’s, children’s and teen- 
age shoe departments on the first floor 
of the store. Heralded in the opening 
advertising as “Southern New York’s 
most beautiful shoe salon,” the remod- 
eled section gives justification to the 
claim. 

Floor space has been doubled and 
specially built fixtures installed. On 
the outer edge of the department is the 
new casual shoe bar. Centers of attrac- 
tion here are three projecting display 
cases, fluorescent illuminated, and hav- 
ing glass tops as well as fronts. Above 
these, at eye level, are two more dis- 
play cases of similar size. These are 
not illuminated, having open backs and 
glass fronts. The slipper bar on the 
left side of the department makes use 
of the lower illuminated cases only. 

Focal point of the shoe layout is the 
oval-shaped women’s section. In a set- 
ting of natural wood veneer, soft gray 
carpet and chrome-and-plastic uphol- 
stered chairs, shoes are sold under 
fluorescent lighting of almost daylight 
intensity. Alternating chairs are cov- 
ered in light blue and yellow. These 
are supplemented by two gray uphol- 
stered settees which follow the curving 
sides of the department. The wood- 
covered partition concealing stock is 
fitted with illuminated shadow boxes of 
varying shapes and sizes. To the rear 
is space for 20,000 pairs of forward 
stock. 

The children’s and teen-age sections 
on the right of the women’s depart- 
ment carry out the decorative motif of 
the larger section on a simplified scale. 
Chairs in each of these departments 
are arranged in semi-circular form, the 
two together forming a circle. Yet to 
be installed is a small merry-go-round. 

Also in process of completion is the 
men’s department on the extreme left. 
This will provide complete separation 
from the other shoe sections and be 
even more accessible from the front 
entrances of the store. Space for about 
1,500 pairs of shoes will be provided 
here. Buyer for the group of depart- 
ments is Kenneth Parks. 





Continues Wartime 
Emphasis On Shoe Care 


St. PAUL, MINN.—Items for shoe care 
are still being pushed vigorously at the 
Florsheim shoe store, Wabasha and 
Fifth, here. 

During wartime, the management 
carried on an active campaign through 
direct suggestion and display of main- 
tenance items to enable customers to 
get the utmost in wear and good ap- 
pearance of shoes. 

Customer acceptance was so excellent 
and results in continuing interest so 
apparent, that this merchandise is stil] 
given prominence, tied-in with both in- 
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Good shoes deserve good polish 


CAVALIER BOOT CREME 


Recognized from coast to coast, as a preserver and 


displayed. 


beautifier of smooth leather, Cavalier Boot Creme is 
winning hundreds of new friends daily, wherever it is 


You will find it now, in a full range of 13 colors, to match 
the new style trends in both men's and women's foot- 
wear. Order it today from your favorite wholesaler. 


| 
| CAVALIER COMPANY 
| BALTIMORE 30, MD. 








store and window displays. A large 
variety is presented. 

Shoe trees are tied-in with every shoe 
sale with direct suggestion of a pur- 
chase, pointing out the value in keep- 
ing the shape of the shoes. 

There are displays of shoe bags with 
suggestion of their use to keep shoes off 
the floor and thus preserve them from 
scratching. Shoe grooming kits are suz- 
gested for family use in instructing 
younger members to care for their 
shoes. : 

There are special displays of shoe 
polishes and saddle soaps. Sale of these 
is constant. They are excellent repeat 
items. 


A shoe-shine chair is maintained for 
the convenience of customers, many of 
whom come in regularly for this ser- 
vice, and are thus subjected to the many 
displays of shoe styles. 





Window Draws Attention 


PEEKSKILL, N. Y.—The window dis- 
play of the Markoff Shoe Store, 836 
South Street, here, caused so much at- 
tention, according to owner Ben Mar- 
koff, that the local newspaper had 
photographs taken. 

The window consisted of a children’s 
display, in which animated figures 
were the focal points. 
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Salesmen: some territories still open. 


BROWNSVILLE IMPORTERS 


1137 EAST ELIZABETH 


BUSINESS 


Benchmade children's boots of fine leathers, intricate 
workmanship, at prices to increase your profits. 
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About Shoe People 


Phil Williams has just celebrated his 
25th anniversary of the establishment of 
his Williams Boot Shop, located in 
Birmingham, Michigan. 

7. * . 

Harry Terwilliger of the Marion Shoe 
Service in Marion, Michigan, has just 
armounced that he has bought the shoe 
and.service department of the shop from 
his son, Lester J. Terwilliger, and wife. 


oe 8 


Clayton M. Richardson, owner of 
Richardson’s Shoe Store, in Corpus 
Christi, Texas, has been elected presi- 
dent of the Downtown Kiwanis Club to 
serve during 1948. His store is located 
at 404 North Chaparral. 


Lyle Johnson, who has been with the 
Payne Shoe Store in Topeka, Kansas, 
for a number of years, recently accepted 
a position as second-in-charge of the 
shoe department of the John Taylor 
Store in Kansas City, Mo. 


John B. Olson, who is associated with 
the Olson Shoe Shop here, was married 
recently to Miss Virginia Mur! Roberts, 
daughter of Mr. and Mrs. Robert R. 
Roberts of Neosho, Missouri. The wed- 
ding took place in Wichita, Kansas. Mr. 
Olson is the son of Mrs. August Olson, 


of Hutchinson. 
* . . 


A. J. Woods, head of A. J. Woods and 
Son, one of Casper, Wyoming’s leading 
retailers of men’s shoes, recently round- 
ed out 22 years of business in the same 
location. He came to Casper in 1917 and 
was first employed by the W. J. Lindsay 
Co.’s Golden Rule store. He later 
worked for the Campbell-Johnson cloth- 
iers, and in 1925 opened his own store 
in its present site. James Wood, his 
son, was taken into partnership last 


year. 
* * *€ 


Tom W. Farley has opened a new 
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shoe store at 29 Devereux St., in Utica, 
N. Y., under the name of the Tot and 
Teen Shoe Store. Mr. Farley has been 
in the shoe business for 15 years and 
has conducted a store in South Wind- 
ham, Conn. Mr. Farley has moved to 
Utica and has purchased a home here. 
- 8 - . 


D. O. Wolf, who has been manager of 
the Brown-McDonald clothing and shoe 
store at Hastings, Nebr., for the past 
five years, is now the new store manager 
of the Brown-McDonald establishment 
at McPherson, Kansas. He replaces 
Claude Smith, who has been given a 
leave ot absence by the company. 

Wolf said that several changes are 
being planned for the McPherson store, 
and also announced that Ray Watkins, 
formerly with Penney’s store in Mc- 
Pherson, has been named assistant man- 
ager at Brown-McDonaid’s. 

- + 7 


Ronald C. Taylor, formerly manager 
of Baker’s Shoe Stores in Rochester and 
Dover, N. H., and more recently asso- 
ciated with the Endicott-Johnson Co., 
has joined the recently remodeled shoe 
department of Feineman Bros., in 
Rochester, N. H. 

Mr. Taylor, an expert shoe fitter, was 
connected with the Walk-Over Shoe 
Store in Boston for 18 pears before 
coming to Rochester five years ago. 

. *> *# 


Observing his eighth year as style 
man and sales manager for Hartman 
Shoe Company, Haverhill, Mass., and 
tis subsidiary, Hannahson’s, is Louis 
Greenwald, who also represents the two 
firms in the New York territory, where 
he calls on the large volume houses. 
Mr. Greenwald was formerly buyer and 
merchandiser of Diamond Shoe Com- 
pany. 

- 7 . 


Marshall Field & Co., of Chicago, has 
appointed William Dennison as buyer 


for women. 


of women’s shoes on the Budget Floor 
(basement). He was formerly buyer 
of Budget Floor sportswear in their 
Store for Men. He replaces A. A. 
Brown who left last August. Eugene 
Delano, who hos been buyer of Budget 
Floor women’s slippers and playshoes, 
has added the buying of children’s foot- 
wear to his duties in this division of the 
store.. Children’s shoes were formerly 
bought by William Steele who recently 
left Field’s to join Curtis, Stephens & 
Embry of Reading, Pa., for whom he 
will be sales representative in mid- 
western states. 


* - * 


William Campbell, display manager 
of Carson Pirie Scott & Co., Chicago, 
has resigned the position which he had 
held for the past 24 years. He is on 
vacation until the first of the year when 
he will make known his future plans. 
Clem Bradley, who worked under Mr. 
Campbeil’s direction for many years, 
has been appointed manager of the dis- 
play division. 

x > . 

Albert Leavel, for a number of years 
manager of the Miller-Jones shoe store 
in Rensselaer, Ind., and only very re- 
cently manager of the new Miller-Jonesa 
store at South Bend, Indiana, has re- 
turned to Rensselaer to become man- 
ager of the Samuel Fendig Fair Store 


* > * 


W. G. Griswold, Albany, N. Y., is the 
new owner of a shoe store at 21 Steu- 
ben Street, Albany. 


The Bootery, 9 Patton avenue, Ashe- 
ville, N. C., announces the appointment 
of Ernest L. Hice as a member a its 
sales organization. 

. . . 


Aubrey Galloway and Ves Godley, of 
Magnolia, Ark., has opened a shoe store 
located on the west side of the Square. 
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BONDEL FOOTWEAR, 





Man. Leather jacket, 


Small, 6-7. Medium, 8-9. 


EXTRA HEAVY 
ZIPPER 


JOBBERS INQUIRIES INVITED 


THE 4os¢ BOOT FOR THE Worst WEATHER 


The BONDEL Mr. 


THE CURRENT MODEL OF THE A-6 PILOT BOOT 


A warm, strong good-looking boot for the Outdoor 


shearling lined. Heavy 


rubber shell to match leather. Nylon stitched to 
insure strength and quality. 


MADE IN 4 SIZES 


Large, 10-11. XLarge 12-13 


$1950 


PER PAIR 


INC. 


MANUFACTURERS OF QUALITY FOOTWEAR 


861 BROAD STREET 


PROVIDENCE 


7 RHODE ISLAND 








Evans Elected President 
Of National Shoe Travelers 


CHIcacoO—At the 37th annual con- 
vention of the National Shoe Travelers’ 
Association, which was held at the Ho- 
tel Morrison on October 23 and 24 just 
prior to the National Shoe Fair, repre- 
sentatives from all the 15 affiliated as- 
sociations were present. 

Chief on the agenda was the election 
of a new slate of officers, headed by 
Harry J. Evans of the West Coast Shoe 
Travelers’ Association as president. He 
succeeds Harold Marple of the Iowa 
association. Elected to the vice-presi- 
dency was Sam Weiss of the Michigan 
Shoe Travelers’ Club. Norman Souther 
was re-elected secretary and treasurer. 

Members of the various state organi- 
zations announced the increase which 
their locals had achieved in member- 
ships to the National. Winner of the 
cup which is annually awarded to the 
association showing greatest increase, 
went to the Ohio group where a 50 
per cent increase had been rolled up. 
Second place went to Indiana, with a 
27 per cent increase; third place to 
Central States with 20 per cent; fourth 
place to Southwestern with a 17 per 
cent membership gain. 

In the open discussion of future pol- 
icies to be followed, the membership 
agreed that every merchant and sales- 
man should strive to inform the public 
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regarding the reasons for present-day 
higher prices of footwear; that the con- 
sumer should be told the way and 
wherefore of increased costs, which are 





HARRY J. EVANS 


only normally in line with the higher 
prices of all other commodities. A num- 
ber of members pointed out that a few 
manufacturers in endeavoring to lower 
their costs, are contemplating reduc- 
ing the salesmen’s commission. This 
the National organization agreed to 
combat at every turn since it is felt 
that the shoe salesman is today being 
paid no more than is fair and just. 


St. Louis Survey Indicates 
Flats Here to Stay 


Sr. Louris—Results of a recent fash- 
ion-preference survey conducted by St. 
Louis shoe stylists reveal that women 
are thoroughly sold on flat heel com- 
fort and are not desirous of a change. 

Orders are flowing into manufactur- 
ers for more dressy and casual flats 
than even the largest producers can 
quickly fill, it is reported. One of the 
outstanding creations with the longer 
hemline is a narrow-toed flat featuring 
slender soles and a soft pleated effect 
around the vamp which is designed to 
disguise the absence of a tapering heel. 

In explaining the continued demand 
for flats, designers point out that a 
generation of flat-wearers has emerged 
since the very low heel first became a 
fashion must. 

While designers here are shaping 
flats to harmonize with the new silhou- 
ette, they believe that dress manufac- 
turers soon will be designing dresses 
specifically to go with flats. 

Other disclosures of the fashion- 
preference survey were: that the me- 
dium-height or spectator heel is rapidly 
losing ground; the non-flat wearers are 
willing to go a little higher for a more 
graceful ensemble effect or more simply 
put: that once a woman is off the 
ground, the sky (or the three-and-a- 
half inch heel) is the limit. 
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_ P. 2 9 dream of Ausiander, who was struck 

Sports Decor Individualizes Men ~ Shop with Lincoln Road’s possibilities for 

merchandising high-grade men’s shoes 

, - upon his arrival here in 1943. The war 

interfered with his immediate plans and 

not until early this Summer was he able 
to sign a lease and begin construction. 

From the street, the shop is fronted 
by a full-length window, rising from 
only a few inches above the floor to the 
ceiling. Only a few pairs of shoes are 
displayed in the window, with a two- 
tiered, custom-built mahogany table as 
the main display piece. 

No stock is kept in the front of the 
store. However, unique shadow boxes, 
built into the wall, dramatically display 
individual pairs. The wrapping and 
cash counter simulates the shadow boxes 
and is recessed into the wood-paneled 
walls. Individual spotlights, mounted in 
two large palette-shaped boxes, furnish 
extremely effective lighting. 

Individual seats and fitting stools, 
custom-built, as are the other furnish- 
ings, are modernistic in design. The 
seats and stools are covered with yellow, 
gray and blue leatherette. A soft beige 
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Located in a fashionable district of Miami Beach, the interior of the new men's : . 
shoe store opened recently by Harry Auslander emphasizes the need for resort pet covers the floor while a pair of 
wear shoes with mural photographs of sporting events (left). Exceptionally efi- iarge, framed blow-ups of sporting 
jelent lighting is obtained by the unique polette-shaped floats on the ceiling in events round out the decor. 

; which are set spotlights. The boarded walls accentuate the sporting atmosphere. Mr. Auslander has had almost a life- 
j ' time of experience in shoe merchandis- 
i MiAMI BEACH, FLA.—Newest of the Lincoln Road, here, by Harry Aus- ing. At an eariy age, he went to work 
‘exclusive Nettleton shoe stores is the lander. in his father’s New York shoe store and 
swank men’s salon just opened on famed The new shop climaxes a four-year operated his cwn shoe shops in New 


























PERFECT FOR GIFTS 


Kadtautrees 


PLASTIC SHOE TREES 


1 













Ladies’ plastic shoe trees fea- 
turing beautiful opaque and 
transparent, assorted brill- 
iant rainbow colors. Easy 
patented adjustment to 
various shoe sizes 


Eucry Footwear Style 


Soringbeck tension & 
graceful precision de- 
sign assure proper 
shape of shoes. 


IMMEDIATE 
DELIVERY 
now only 
$660 Ses 
pair 
NOW. < F.0.B. St. Louis 
Radiantrees are 
available in 
““clear-as-crystal” 
transparent *Pat. 
plastic. Ideal for Pend 


window forms. 


MAIL COUPON AT ONCE 


®@ Wichout Obligation, send latest catalog 
featuring genuine ‘‘clear-as-crystal” Plexi-@ 
@ gla: display equipment, and Radiantrees 

















@ in clear or assorted colors. iw 

a 2 

g@ Name * 

: Address . 

ae City State S RADIANT PLASTIC PRODUCTS 
SRURSEEeeeeeeeeeeease = Saint Lovis 2, Missouri 
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707 BROADWAY 





Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women and Children. 


Catalog Showing New Styles and Prices 
Available On Request 


NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 





A fast moving number for the 
fall season. 
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York and New Jersey before coming to 
Miami Beach. 

Auslander is featuring in the new 
store many styles which he himself de- 
signed especially for Florida resort 
wear. 

From a promotional standpoint, 
Auslander is utilizing both newspaper 
and radio in his advertising, which he 
carefully times with sports. A planned 
promotional campaign also capitalizes 
on sporting events and personalities. 





Opens “Shoe Box” 


LAKELAND, FLA.—A new shoe store, 
“The Shoe Box,” has been opened at 
126 S. Kentucky Street. Featuring 
brand name shoes for the entire fam- 
ily, it is operated by Sam Abrams. 
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Intensify Program for 
Foot Health 


ROCKLAND, Mass.—Leaflets on foot 
health and footwear, and posters for 
classrooms are being sent to public 
schools, departments of education and 
medical departments throughout the 
country by the National Foot Health 
Council, Rockland, Mass., it has been 
disclosed. 

The Council Chairman, Dr. Joseph 
Lelyveld, says this material emphasizes 
the replacement of children’s shoes, as 
they become outgrown, to prevent de- 
fects which if neglected develop into 
painful deformities in later life. 

Essay contests on foot health, and 
art posters, are being arranged by the 
National Foot Health Council as one 
of the features cof the 28rd annual 
Foot Health Week, May 22 to 29, 1948. 
The objective is to encourage children 
to take care of their feet and to wear 
good shoes and stockings that fit cor- 
rectly at all times. 





Manages New Branch 
Of Shoe Store 


Burrato, N. Y.—Wyatt Johnson, 
manager of the shoe department of 
E. W. Edwards & Son’s downtown 
store here, has been appointed mana- 
ger of the firm’s new branch store on 
Bailey Avenue which opened Oct. 30. 





Becomes Partner In Retail 


Shoe Firm 

NEWBURGH, N. Y.—G. Sanford Wil- 
kins, who has been engaged in various 
fields of the retail shoe business for the 
past 28 years, has been made a partner 
in Hayes & Jones, the firm becoming 
Hayes, Jones & Wilkins. The partner- 
ship operates shoe stores in Newburgh, 
Middletown, N. Y., and Waterbury, 
Conn. 

Mr. Wilkins for 17 years was asso- 
ciated with the G. R. Kinney Company, 
Inc. He came to Newburgh as manager 
of the Hayes & Jones store in 1940. 


NEW...PLASTIC 
FOOT MEASURE 








EE each 
F.0.B. St.Louis 
Accurate, precision-graduated 
size scale with permanently 
impressed numerals that are non- 
confusing and easy to read. More 
attractive —_ a“ brecaic, Lightin 
weight, yet very durable, made of one 
piece of genuine Plexiglas clear plastic 


Radtiautwes 


*Clear-as-Crystal” 
LADIES’ PLASTIC 


SHOE FORMS 

Ideal for window shoe display forms, 
or for resale. Easily adjustable. 

t fit for every foor- 

' wear style. Beautiful transpar- 


ent plastic. @ 
m, *6°= 
; P.O.B. St. Louis 


Without Obligation, wrive for com- 
plete catalog of “‘clear-as-crystal”’ die- 
piny equipment and Radmuntrees in brill. 
iant rainbow colors. 


Jobber inquiries invited 


RADIANT PLASTIC PRODUCTS 
Saint Lowis 2, Missouri 





* Pat. 
Pend. 


now only 











Shoe Salesmen and Store 


Managers Needed in Wyoming 
CasPer, Wyo. — Retail shoe sales- 
men and store managers are among the 
trained and skilled workers most in de- 
mand in Wyoming at the present time, 
it is reported by the Wyoming State 
Employment Service offices here. Rec- 
ords of the unemployment compensa- 
tion, veterans readjustment allowance 
and employment service activities indi- 
cate the labor supply situation will not 
ease much until this coming winter. 
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Give your customers a real buy, partner. 


Cowboy boots that children will really go for. , 


Just take a look at that authentic western de- 
signing and all leather construction. Now's 
the time to jump into the saddle and ride thot 





















profit range by placing your order today. 


No. 880! Brown with Beige Top 
No. 8802 Brown with Red Top 
No. 8803 White with Red Trim 


Infant’s Sizes 4-8, Regular Half Sizes, 
$3.35. 


12 pair lots of each color combination 
ecceptable. Packed in attractive boxes. 
< pl on oO at 
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IMMEDIATE DELIVERY 








RDA Footwear Oo. 


158 DUANE STREET, 
"*SGERDAGRAM'' 


INC 
NEW YORK 13. N. Y. 
FOR EXPORT 











Obituaries 





Frank J. LePrell 


BuFFraLo, N. Y.—A veteran of more 
than 60 years in the shoe business, 
Frank J. LePrell, 82, died in his home 
here recently after a brief illness. 

Mr. LePrell was born in Lancaster 
and came to Buffalo as a child. When 
he entered the shoe business he built 
a shop on Grant Street and operated 
there for 60 years. Three generations 
of Mr. LePrell’s family have been in 
the shoe business. He specialized in 
corrective footwear. 

Mr. LePrell was an organizer of the 
First Business Association and a mem- 
ber of the Greater Buffalo Retail Shoe 
Association. Two sons survive. 


Charles F. Troxler 


LOUISVILLE, Ky.—Just a few days 
after celebrating his fiftieth wedding 
anniversary Charles F. Troxler, 77 
years of age, secretary of Byck Broth- 
ers & Co., women’s shoe and apparel 
store, for the past 20 years, died Oct. 
28, at his home, 2122 Woodburne 
Avenue. 
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Mr. Troxler had been with the com- 
pany for about 30 yeurs, coming with 
it under the late Lewis F. Byck, after 
previously having been local manager 
for the Regal Shoe Co. His early 
business life started in an old family 
shoe store under his late father. 

Mr. Troxler was formerly president 
of the old Louisville Shoe Retailers 
Association. 

He is survived by his widow, Mrs. 
Sarah E. Troxler, a son Gordon Trox- 
ler, of Canton, Ohio; a daughter, Mrs. 
C. K. Gibson, Washington, D. C.; a 
brother, Robert Troxler, of San Diego; 
a sister, Miss Mary Troxler, and two 
grandchildren. 


Chris J. Schwarz 


New York — Chris J. Schwarz, 81, 
veteran leather salesman and dean of 
the New York leather market, died at 
his home in Belleville, New Jersey, on 
November Ist, after ar illness which 
had kept him from his duties for sev- 
eral weeks. 

Mr. Schwarz, who was known for his 
colorful personality and powerful phy- 





sique, continued the maintenance of his 
wide contacts until October 1, although 
intermittent illness in the last two or 
three years prevented his making the 
rounds of metropolitan shoe factories. 

A leather salesman for 62 years, his 
early connections were with F. Blumen- 
thal & Company, predecessor of the 
present Amalgamated Leather Com- 
pany, of Wilmington. Shortly after 
World War I he became associated with 
G. Levor & Company, Inc., of Glovers- 
ville, subsequently adding lines of E. 
Hubschman & Sons, Inc., of Philadel- 
phia; Tan-Art Company, Inc., Glovers- 
ville; and Slattery Bros., of Boston. 

Mr. Schwarz is survived by a widow, 
one son and three daughters; five 
grandchildren and two great-grandchil- 
dren. He was a 32d Degree Mason, 
Scottish Rite Shriner. 

Funeral services were held from his 
home on November 5, attended by a 
large gathering of friends and associ- 
ates of the shoe and leather trades. 





Jonas Greenebaum 


Cuicaco — Jonas Greenebaum, 82, 
founder and president of the J. Greene- 
baum Tanning Company of Chicago, 
and Milwaukee, died recently in his 
home, 521 Stratford Place, here. A 
resident of Chicago for 65 years, he 
founded the tanning company 50 years 
ago. 
He established the Jonas Greene- 
baum endowment fund at the Uni- 
versity of Chicago to further tanning 
research, was a former director of 
the Tanners Council of America, and 
formerly executive director of the 
American Hair and Felt company. 

His widow, Esther, two daughters, 
and two sons survive. 


Einar Marius Quam 

AsToRIA, OrE.—Einar Marius Quam, 
partner with Ed Westersund in a re- 
tail shoe store in Astoria, died in a 
hospital in that city on Oct. 12. He 
was 60 years old, a native of Borkenes, 
Kuefjord, Norway, and went to Astoria 
in 1909. 

He is survived by his widow, Mrs. 
Hannah Quam, a daughter and three 
sisters. 


Bernard J. Shaw 


Kansas City, Mo. — Bernard J. 
Shaw, 58, factory representative here 
for the Truitt Brothers Shoe Company 
of Binghamton, New York, died Octo- 
ber 30 at his home, 5724 Rockhill road. 
He had been ill with a heart ailment 
two years. 

Before joining the shoe company 
three years ago, he was a representa- 
tive in Kansas City for twenty years 
for the Servus Rubber Company of 
Rock Island, Ml. 

Mr. Shaw was born in Junction City, 
Kansas, and had lived in Kansas City 
35 years. He was a member of the 








Boot and Shoe Recorder 














WRITE TO— 


HOLMES, STICKNEY & WALKER, Inc., 








Portland, Maine 





. « 75 cents 





BEST IV BALLET 


Deluxe pleated soft toe ballet in black or white 

kidskin. Style 10, $2.10 

Fuli Sole student ballet, 

Style No. I1, $2.00 

Style No. 1, Acrobetic sandal, 

fawn or black . 

Delivery 3 to 4 weeks or sooner. 
Terms: Net 30 days. 


Write for Iilustreted Cetalog 





166 North 3rd Street, Columbus 15, Okie 





Holy Name Society of St. Francis 
Xavier’s Catholic Church, the Knights 
of Columbus, and the Central State 
Shoe Travelers. 

He is survived by his widow; Mrs. 
Helen Josephine Shaw, and a daughter, 
Mrs. T. C. Scanlon, both of the home 
address; a son, Kenneth J. Shaw, Tulsa, 
Okla.; his father, four sisters and one 
brother. 


Paul L. Fitzgerald 


CAMBRIDGE, Mass.—Paul L. Fitz- 
gerald, New England Division sales 
manager of the Union Bay State 
Chemical Company, here, passed away 
at the Mt. Auburn Hospital, Cam- 
bridge, on Oct. 27. The death of Mr. 
Fitzgerald, well-known in the shoe in- 
dustry, comes as a shock to his many 
friends and associates. 

Mr. Fitzgerald had been employed 
since 1936 by the Union Bay State 
Chemical Company and was appointed 
New England Division Manager of 
the Sales Department in 1945. 

He is survived by his widow, Mrs. 
Winifred Fitzgerald, and one son, 
Thomas. 








Simon S. Fechheimer 


CINCINNATI, O.—Simon S. Fech- 
heimer, 79, retired wholesale shoe sales 
representative, died Oct. 24 following 
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an illness of several months. 

He was a native of Gertmaany. He 
retired in 1935 after association with 
the former Krohn-Fechheimer Shoe 
Company owned by a cousin, Marcus 
Fechheimer, and later absorbed by the 
U. S. Shoe Corporation. 

Fechheimer was a former president 
and life member of the Cincinnati 
Shoe and Leather Club. He was a 
Scottish Rite Mason and member of 
the Shrine. 

He leaves his widow, Mrs. Laura 
Teutschman Fechheimer; two sisters, 
Mrs. Rosa Pauson, living in Great 
Britain, and Mrs. Paula Schubert, 
New York, and a brother, Max Fech- 
heimer, Miami, Fla. 





British Tanners Get Hide 
Import Concession 


LoNDON—Since the 1st of November 
British leather producers need only pay 
half the rate of levy on purchases of 
hides, skins and tanning materials 
which is imposed now. Levy payments 
which become due after November Ist 
will be assessed at the rate of one- 
eighth of 1. per cent of the purchase 
price. This is the recently disclosed re- 
sult of discussions between the Leather, 
Footwear & Allied Industries Export 
Corporation, Ltd., and the Board of 
Trade. 


The order laying down the levy re- 
duction is called the “Encouragement 
of Exports—Leather & Footwear Prod- 
ucts—Order.” 


New Owners Install Shoe 
Department 


Detroitr—A shoe department is being 
added to the Briggs Fashion Shoppe, 
located on East Superior Street, Munis- 
ing, Mich., by the new owners, Mr. and 
Mrs. Don Briggs. The shop, originally 
operated under the name of Abigail’s 
Apparel Shop, was purchased from 
Mrs. Abigail Rowley of Escanaba. 


Women’s Apparel Store Opens 
With Shoe Department 


New Beprorp, Mass.—Following com- 
plete rebuilding and modernization, 
Lloyd’s, women’s fashion store, has re- 
opened, with a large and modern shoe 
department featuring footwear for 
women, misses and children. This is a 
new department at Lloyd’s and one that 
will be built up aggressively in the 
months to come, according to the man- 
agement. It is located just inside the 
main entrance and is a salon type. 

William D. Hanly, for many years 
manager of the shoe department at 
Star Store, this city, has become man- 
ager of the shoe department. 
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.- another PILOT 


SUPER - VALUE 
kk 


MEN’S 
ROMEOS 


NEW LOW PRICE 


#9532 Tan Kid Romeos 
#9532 B. Black Kid 





PLASTIC SHOE FORMS 








Ladies’, misses’, children's, Infants’ — 
color only, varied heel heights and 
immediate delivery. Write for samples, also 
HOSIERY FORM details and Shoe Findings 
Catalog. 


LYONS & COMPANY 
120 Duane St., New York 7, 6. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1908 
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Tells Shoe Men Skirts to 
Get Longer and Wider 


New York—Skirts will go down to 
12 inches and by next Fall will drop to 
10 inches, according to Herbert Sond- 
heim, dress creator, who spoke late last 
month at a luncheon meeting of The 
Guild of Better Shoe Manufacturers. 
Whatever new is created for coming 
seasons will be on the basis of the long 
length, he declared. 

Navy will be strong this coming 
Spring, with three times as many or- 
ders as were booked for last Spring, 
said Mr. Sondheim, who predicts that 
navy will be an important fashion color 
during Fall 1948. “If you make more 
navy shoes available for women, it will 
help both of our businesses.” 

Discussing the silhouette and detail- 
ing of the new Spring apparel, the 
noted: designer is impressed with the 
fact that “there will be skirt width 
never dreamed of.” Intricate draping 
will be a feature of new skirts. 

Shoe-wise, Mr. Sondheim believes the 
closed-toe shoe has the “feeling” of the 
new silhouette and very definitely has 
been accepted. Impressed by the fact 
that the open toe remains, he said that 
many women will not wear the closed 
toe in much the same way as they will 
not wear the slim silhouette. Mr. Sond- 
heim also predicted that the ankle 
strap will grow in importance. 





City Merchants Honor Shoe 
Man on 50th Year in Business 


ROCKLAND, MAss.—Members of the 
shoe trade, local merchants and friends 
offered congratulations recently to 
Abraham Lelyveld, Rockland retail 
merchant, upon his completion of 50 
years in the retail shoe business. 

“Abe Lelyveld, for many years presi- 
dent of this association, has earned the 


respect and admiration of everyone’ 


who has ever worked with him,” Presi- 
dent Edward Beals, Rockland Retail 
Merchants Association, said. “A com- 
munity leader and good businessman, 
he is representative of the type of mer- 
chant needed by every community.” 

Mr. Lelyveld joined the C. L. Stev- 
ens Old Reliable Hub Shoe Store in 
1897. He remained with that concern 
for 14 years before opening his own 
independent business. During those 
years, by night study, he found time to 
complete courses at Brockton Business 
School and to receive a bachelor’s de- 
gree from Suffolk University Law 
School. 

He became interested in credit union 
banking and, in 1922, was an organ- 
izer and first president of the Rock- 
land Credit Union which he still heads. 

Associated with him in business are 
Mrs. Lelyveld; their sons, Dr. Edward 
I. Lelyveld and Mark Lelyveld; Harry 
A. Delano, former Brockton shoe mer- 
chant, and William B. Reardon. 
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CHILDREN'S SHOES 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


2.00 


N/10 days 
F.O.B8. N. Y. 









Colors: BROWN or BLACK 
Sizes: 8!/>-12; 12!/-3 


IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N.Y. 














SLIPPERS 
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CLOSE OUTS: 


STAPLE LEATHER SOLE FELTS 
HEAVY WEIGHT FELT—TOP GRADE 


#178 



















Now Only 
$ Colors: Brown, 
1.25 = ww ’ 
Colors: Gray, 
#357 aang ede 8 


Sizes: 4/9 
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Some: Net 0 dove Now Only $1, 00 
WELDON SHOE & SLIPPER CO. 


720 Fifth Ave. Pittsburgh 19, Pa. 














JOBS 


BARIS SELLS 


Quality Shoes from Pa pe 
Merchandise. Better for 
BARIS SHOE CO.. Iac. 


WoOrth 2-5189-! 
79-81 Reade St., New York 7, hk. Y. 
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News of the Silesmtnt dil Wylie 


Appointed Sales Manager 
Of Wholesale Firm 


New YorK—Robert V. Nolan has 
been appointed sales manager of the 
Tiffany Footwear Division of the B. 
E. Cole Company of Norway, Maine, it 





ROBERT V. NOLAN 


was announced recently by J. Izenstatt, 
president. 

Formerly with the Allied Purchas- 
ing Corporation, as merchandise coun- 
selor and buyer for women’s, children’s 
and men’s shoes, Mr. Nolan brings 
more than twenty-three years of re- 
tail experience to his new post with 
Tiffany Footwear. He was also asso- 
ciated previously with Abraham and 
Strauss as shoe buyer, and before that 
was with Regal Shoes as a store man- 
ager. 

Mr. Nolan disclosed that Tiffany 
Footwear will soon embark on an ex- 
tensive national advertising campaign 
with insertions in leading consumer 
and trade publications. 





Shows Fall Styles 


New YorkK.—The recent showing of 
current styles at the Delman Shoe Salon 
was a larger collection than had been 
presented in many years, ranging from 
spectator to evening types. Both open 
and closed patterns were conspicuous 
in the line. Some open-back styles had 
been made with open toes as well. The 
classic closed pump was given first 
honors but a variety of other pump 
patterns were also shown. 

High heels and light-looking soles 
were added style features of these 
shoes. High-riding vamps, originally 
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presented by Mr. Delman some 15 
months ago, were important in the col- 
lection. Ankle straps were also shown. 

Platforms from one to one-half inch 
appeared on opened-up shoes. The half- 
inch platforms were used on flats. New 
treatments of spectators gave style in- 
terest to these two-tone shoes. 





Completes 30 Years of Service 


Boston, Mass.—Thirty years’ ser- 
vice recently was completed by James 
G. Crane, Goodyear Tire & Rubber 
Company field representative for shoe 
products in Boston. 

Born at Lynn, Mass., Mr. Crane at- 
tended high school and Burdette Col- 
lege in that city, then joined Goodyear 
as a salesman at Boston in 1917. His 
entire service has been spent in sales 
work in that city. He was named to 
his present position in 1944. 

Mr. Crane is married and has one 
daughter. The family lives at 20 Good- 
win Ave., Revere, Mass. 





Braun Purchases Everston 


Shoe Mfg. Co., Changes Name 


MILWAUKEE, Wisc.—Marcel “Mike” 
Braun has announced the purchase of 
the Everston Shoe Mfg. Company from 





MARCEL BRAUN 


Joseph H. Everston, who is retiring to 
continue work on patented processes 
for shoe manufacture. 

Mr. Braun, who was superintendent 
and part owner of the firm before the 
purchase, will change the name of the 
company to the Braun Shoe Mfg. Com- 
pany and will continue to make teen- 
age and women’s low heel dress shoes. 


New Executive 


For U. S. Shoe 


CINCINNATI, O.—Alfred Gerd, for- 
merly sales manager of the I. Miller 
& Sons Company, New York, has been 
appointed to an executive position with 
U. S. Shoe Corporation whose general 





ALFRED GERD 


offices are maintained in suburban 
Norwood. 

Gerd will direct styling, distribution 
and promotion of the company’s line of 
Gold (Red) Cross shoes. 

Gerd was associated with Miller for 
14 years. He is a graduate of the Har- 
vard Graduate School of Business Ad- 
ministration. 


Celebrates 90th Year 


Enpicott, N. Y.—George F. John- 
son, founder and chairman of the 
board of Endicott Johnson Corp., cele- 
brated his 90th birthday anniversary 
quietly at his home here. Many floral 
tributes were received from employees 
and friends. Mr. Johnson’s wife, Mary, 
died Oct. 1 at the age of 79. 





Named Promotion 
Coordinator 


St. Lours—Mrs. Ruth Klump has 
been named promotion coordinator by 
Valley Shoe Corporation. She has been 
a member of the sales planning de- 
partment for seven years. In the new 
post she will coordinate sales promo- 
tion, merchandising, advertising and 
publicity activities. 
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Becomes J. P. Smith 
Southeastern Representative 


CuHIcaGo—Dudley Gann has joined 
the sales force of the J. P. Smith Shoe 
Company, here, it has been announced. 





DUDLEY GANN 


He will travel the entire Southeast, 
carrying the firm’s line of women’s 
British Walkers. 

Mr. Gann learned the shoe business 
by retail selling. For his first five 
years in the business, he worked in 
the women’s shoe department at Kerr’s, 
in Oklahoma City. A previous connec- 
tion of Mr. Gann’s in the manufactur- 
ing field was with Cobbler’s, Inc., of 
Los Angeles. He traveled the South- 
east for six years as representative for 
this firm, with the exception of a short 
period of service in the Navy. 





Joins Grossman Shoe Company 


New York—Irving “Goodie” Good- 
man has become a sales representative 
for the Grossman Shoe Company, Inc., 





IRVING GOODMAN 


of Parkersburg, West Virginia, manu- 
facturers of popular-priced women’s 
staple and semi-staple arch shoes, it 
was disclosed recently. He will have 
his showroom in the Marbridge Build- 
ing, at 34th Street and Broadway, in 
New York City. 

Mr. Goodman has been associated 
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with the shoe business for some 28 
years. Starting in the wholesale shoe 
business in 1919, after being honorably 
discharged from World War I, he then 
went into the retail branch of the shoe 
business and since has acted in many 
capacities, including buying, promotion, 
styling creations, both in department 
stores and chain stores. He is well 
qualified to help department stores and 
retailers handling Grossman shoes in 
their merchandising problems. 


Forms New Wholesale Firm 


West NEw York, N. J.—The Cen- 
tral Shoe Corporation, located at 207 
64th Street, here, was formed recently 
by Meyer R. Epstein, treasurer of the 
Midland Shoe Corporation, which has 
been liquidated. The newly organized 
firm will wholesale women’s sport and 
novelty shoes and children’s shoes. 


R. G. Frownfelter Now 
With Melori Shoe 


Boston, Mass.—Ben Braverman, 
treasurer of the Melori Shoe Corpora- 
tion, Boston, has announced the ap- 
pointment of R. G. Frownfelter as 
sales representative for Toni Drake 
shoes in the southwest. 

Mr. Frownfelter, who will make his 
headquarters in Dallas, Tex., was for- 
merly affiliated with the sales division 
of the General Shoe Corp. Prior to 
that, he was with Vogue Shoes, Inc., 
in Texas. 











Award Contracts 
For Army Shoes 


New York—Contracts covering the 
manufacturer of 385,500 pairs of 
Army shoes of different types have 
been awarded through the New York 
Quartermaster Purchasing Office. 

The International Shoe Company is 
to make 134,750 pairs of low quarter 
tan shoes at $4.87 per pair, and an ad- 
ditional lot of 34,750 pairs at $4.97. 
The same company has been awarded 
a contract to make 98,000 pairs of ser- 
vice shoes with composition soles at 
$4.99 per pair. 

The General Shoe Corporation has 
been given the contract to make 100,000 
pairs of low quarter tan shoes at $5.09 
per pair, and an additional contract 
covering 18,000 pairs of service shoes, 
also with composition soles, at $5.05 
per pair. 





Appoint Ad Agency 

CHELSEA, Mass.—The Panther-Panco 
Rubber Company, Inc., of Chelsea, 
manufacturers of heels and soles, has 
appointed The Reingold Company, Inc., 
Boston, Mass., to handle its adver- 
tising. 

Plans are being developed for a com- 
prehensive program in magazines, 
newspapers, trade papers and point- 
of-sale promotions. 


Style and Salesman 
Joins Victory Shoe 


St. Louis, Mo.—Otto Schwartz has 
become associated with the Victory 
Shoe Company in St. Louis, it was an- 
nounced recently. In addition to being 
responsible for the styling of a line of 
shoes manufactured by the Victory 
Shoe Company, Mr. Schwartz will be 
in charge of sales for the north and 
eastern sections of the United States. 

Mr. Schwartz comes from the Wolff- 
Tober Shoe Company, where for the 
past nine years he has been serving 
them in both style and sales capacities. 
He has been prominent in this work 
for more than 17 years. 





Goes With Reuben Gordon 


In Sales Post 


PHILADELPHIA, Pa.—Reuben Gordon, 
president of Reuben Gordon Shoe 
Company, has announced the appoint- 
ment of Bert Press to a sales post in 
his organization. 





BERT PRESS 


Mr. Press was associated with the 
Smartaire Division of The Milius 
Shoe Company for the past 10 years 
and prior to that with Winkleman 
Shoes. Mr. Press will concentrate his 
efforts in the East and will make his 
headquarters in the firm’s showroom, 
1007 Marbridge Bldg., New York City. 





Joins Firm as Stylist 
And Salesman 


New YorK—The Bon Tell Footwear 
Corp., 12 W. 21st Street, New York 
City, has announced that it has ac- 
quired the services of Hy Rabkin to act 
in the dual capacity of stylist and local 
sales representative. 

Mr. Rabkin is well qualified for both 
facets of his new position. He has been 
intimately connected with the women’s 
footwear field for the past 15 years, 
and has been employed by a number 
of prominent firms in the city. 
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Black Kid- 
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BARIS SHOE COMPANY, INC. 


79-81 Reade Strect New York 7, N. Y. 








RUBBER FOOTWEAR 











OFFICE COATS 








OFFICE COATS 


Office and Shop 
Coats in All 
Fabries and Colors. 


Also 


Legion and 
Auxiliary Uniforms 
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L. De BRIN UNIFORM CO. 





MARRY 
148 E. 33 ST., LE 2-7052, N.Y. 14, &.Y. 
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New Salesmen Report 
Satisfactory Business 


MIpDLEBORO, MAss.—Wilson Connolly 
and O. S. (Steve) Gray, recently ap- 
pointed sales representatives for the 
Plymouth Shoe Company, here, have 





WILSON CONNOLLY 


made their initial trips around their 
territories, and report business condi- 
tions to be favorable, it has been 
revealed. 

Mr. Connolly works the West Coast 
territory from offices in the Haas 
Building in Los Angeles. 





©. S. GRAY 


Mr. Gray represents the company 
in Oklahoma, Arkansas and Texas. 





Pattern Designers Move 


BINGHAMTON, N. Y.—Brier-Tucker, 
Inc., shoe pattern designers and die 
manufacturers, have moved from 138 
State Street to 20 Court Street. 





Receives Charter 


Tarsoro, N. C.—Modern Shoe Com- 
pany, Inc., of Tarboro, has received a 
charter from the Secretary of State, 
authorizing capital stock of $100,000, 
of which $6,000 is subscribed by S. N. 
Clark, Jr., S. N. Clark, D. R. Clark, 
and J. W. Mobley, Jr., all of Tarboro. 
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BOWLING SHOES 
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Genuine VOLCO 
BOWLING 
OXFORDS & SHOES 











A-160 Women's Black 
Oxford, Rt. Hand, $3.70 pr. 
| A-170 Women's Black 
| Oxford, Left Hand, $3.70 pr. 
| A-180 Men's Black 
Oxford, Rt. Hand, $4.20 pr. 
| A-190 Men's Black 
Oxford, Left Hand, $4.20 pr. 


Prices subject te change without notice. 
P. H. VOLK & Co. 


-4 W. Lombard St. Baltimore, Md. 
Wholesale Distribeters 
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FOOT APPLIANCES 














ORTHOPEDIC LAB. 
Los Angeles 14, Calf. 











INFANT SLIPPERS 


Infant's BUNNIES 


RED + BROWN «+ WHITE 
Shearling Lined. 
Grain Leather 
Upper & Sole 
Exceptionally 


Priced 
aT 40c PAIR 


NET FOB PHILA. 
ONLY CASE LOTS 
36 te case. 

Sizes: 14-4’; 12-6's; 10-8's. 


IN STOCK — QUICK DELIVERY 


CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
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“GLAMORIZERS” 





$3.60 per doz. 
Neo. 508—Biack Suede, Beaded Center Orno- 
ment, Silver or Gold $3.60 per doz. 
Samples of other styles on request. 
Immediate Delivery Terms: 2% 10 days 
ALL BOWS WITH CLIPS 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 














ROMEOS 








BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy leather 
soles, brown rubber heel. 


SIZE INS—Dally or Weekly 


#510: Men's, 


Sizes: 6 to 12 
24 Pr. to cose 
























WORK SHOES 


* 


Mea's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechesetts 
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N. Y. Representative 
For Harold Shoe 


HAVERHILL, Mass.—The appointment 
of Arthur Kwitter, 1754 East 4th street, 
Brooklyn, N. Y., as sales representative 





ARTHUR KWITTER 


in the metropolitan New York area, has 
been announced by the Harold Shoe Co., 
here. 

Mr. Kwitter will sell the firm’s na- 
tionally advertised line of boys’ and 
girls’ oxfords. Previous to discharge 
from military service about a year ago, 
Mr. Kwitter’s sales experience, while 
varied, did not include shoes. 





Resumes Jodhpur Line 


HUMBOLDT, TENN.—The O’Donnell 
Shoe Corporation of Humboldt have 


announced the resumption of their line 
of ladies’ jodhpurs under the name 
“Aristocrat.” 

A special factory unit has been pre- 
pared with full production expected in 
the near future. Among styles an- 
nounced are strap, gore and lace. 





New Women’s Line 
Introduced by International 


St. Louis—Introduced to those at- 
tending the National Shoe Fair in 
Chicago was “Grace Walker,” the 
Friedman-Shelby Shoe Company’s new 
women’s line. Shoe men will become 
still better acquainted with Grace 
Walker Shoes through trade paper ad- 
vertising which will first appear in 
Boot AND SHOE REcoRDER with the 
February, 1948, issue. 

Simultaneously with the Grace 
Walker Shoe’s intrduction through the 
trade press in February, a large-scale 
advertising campaign will bring it to 
the attention of style-conscious wo- 
men through Charm, Mademoiselle, 
McCall’s, Ladies’ Home Journal and 
Photoplay. 

E. H. Just, advertising manager for 
Friedman-Shelby Division of Interna- 
tional Shoe, says: “With the new Grace 
Walker line to supplement our John 
C. Roberts men’s shoes and our Red 
Goose children’s shoes, we now have a 
complete family of branded, nationally 
advertised, popular-priced lines to take 
care of men, women, boys and girls of 
all ages.” 





Sample Room Lavish in Decor and Comfort 





St. Lowis.—Style lines of the Hamilton, Scheu and Walsh Company, here, are 
displayed in this new plush sample room in the firm's downtown offices. In addi- 
tion to the sample room shown, there is one for casual shoes and also a reception 


room, all similarly decorated. 


In the photograph, left to right, are: Clyde Martin, vice-president of Hamilton, 
Scheu and Walsh Shoe Company; C. D. P. Hamilton, president, and John Walsh, 


designer. 
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Joins John A. Frye 
As Vice-President . 


MARLBORO, MAss.—The John A. Frye 
Shoe Company of Marlboro has ap- 
pointed C. L: Robins as vice-president 
of the company in charge of the west- 





Cc. L. ROBINS 


ern boot distribution, quality standards 
and designing. 

Mr. Robins resigned his position as 
work shoe and cowboy boot buyer with 
Montgomery Ward and Company, New 
York buying office, to take over his 
duties with the John A. Frye Shoe 
Company, effective October 1. He is 
well-known from coast to coast for his 
20 years’ experience throughout the 
shoe industry and for his broad knowl- 
edge of manufacturing, merchandising, 
designing and distribution. 

Mr. Robins has been affiliated with 
Montgomery Ward and Company for 
the past ten years, five years in the 
capacity of Pacific Coast buyer and the 
latter five years as New York buyer 
for the company. During this time, 
Mr. Robins has developed many new 
ideas and quality standards in work 
shoes. 

Prior to his joining the Ward or- 
ganization, he had wide experience in 
buying and merchandising with the A. 
M. Bedell Company of Portland, Ore- 
gon; Stetson Shoe Company, South 
Weymouth, Massachusetts; H. Liebes 
and Company, Portland, Oregon, and 
the Kahn Department Store, Oakland, 
California. 


New Salesman Added to 
General Shoe Staff 


NASHVILLE, TENN.—Gray Simpson, 
sales manager of the Storybook Di- 
vision of General Shoe Corporation, has 
announced the appointment of “Hy” 
Hudgens as their representative for 
children’s “Storybook” shoes in the Chi- 
cago and Milwaukee area, including 
Northern Illinois and Lake County, In- 
diana; Milwaukee, Racine and Kenosha 
counties in Wisconsin. 
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Mr. Hudgens is well known in this 
area, having represented the U. S. Rub- 
ber Company (Footwear Division) for 
a number of years. His headquarters 
will be in Chicago. 


Caplin Heads Sales And 
Advertising of Harold Shoe 


HAVERHILL, MAss.—Richard Caplin, 
since 1945, advertising manager of the 
Jim Bons division of the Harold Shoe 
Co., of this city, has been placed in 
charge of advertising and sales for all 
divisions of the company. 

An extensive business paper cam- 
paign is being prepared and tentative 
plans call for the beginning of a na- 
tional magazine campaign next Spring. 
it was announced. 


Added to Sales Staff 

Of Brown’s Westport Division 
St. Louts—F rank Flood, Sr., has been 

named to the sales staff of the new 











FRANK FLOOD, SR. 


Westport Division of the Brown Shoe 
Co., according to a recent announcement 
of Theodore F. Schroth, general man- 
ager of the division. Mr. Flood will 
travel the Indiana, Michigan, Missouri 
and Illinois territory. 

Previous to his current association 
with the Brown Shoe Company, Mr. 
Flood was a member of the sales staff 
of Spalsbury, Steis and Deevers Shoe 
Company for approximately 12 years 
and prior to that period he served with 
the Rice-O’Neill Shoe Co. 





Holds Sales Convention 


NASHVILLE, TENN.—The first large- 
scale sales convention of El Triunfo, 
of Lima, Peru, a shoe manufacturing 
company in which General Shoe Cor- 
poration has a major interest, was 
held in Lima, recently. 

El Triunfo, in which General Shoe 
acquired an operating interest nearly 
two years ago, manufactures men’s, 
women’s and children’s shoes, all in the 
popular price field. At this sales meet- 
ing new styles were brought out, im- 
provements were outlined, and plans 
made for the future selling seasons. 
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FOOT STOOLS 
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BILT-WEL MFG. CO. 


4921 EXPOSITION BOULEVARD 
LOS ANGELES 16, CALIFORNIA 


MEN'S SHOES 
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West Coes Offices. 401-402 Mase Bidg.. Los Angeles 14, Calif 
a 











"RHINESTONE CREATIONS 





Rhinestone Side Bow 
Imported crystal stones 
set in silver or gold 


“Immediate 

_ Delivery” 
WRITE 

Rhinestone Creations 


751 N. 39th St., Phila. 4, Pa. 








Buy Savings Bonds 
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iy QUALITY SHOES ? 


BELOW CURRENT PRICES 


M. K. WEIL SHOE CO. 
é, While in Town See Weil 3 
SACI 


1215 Washington Ave. 
St. Lovis 3, Mo. 
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SHANE SHOE CO. INC. 
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Incorporate With Capital 
Of $200,000 


Los ANGELES, CAL.—Grobe-Clarke 
Shoe Company has been incorporated 
in Los Angeles County, with a capital 
of $200,000. Principals are: Harry 
Grobe, of West Los Angeles; and Dan 
H. Clarke and Leo Goodman, both of 
Los Angeles. The new corporation is 
represented by Leo Goodman, 915 Bank- 
ers Building, 629 S. Hill Street, Los 
Angeles, Cal. 





Show New Line in 


Los ANGELES, CAL.— Vogue Shoe 
_ Company’s California sales representa- 
tive, Arthur Meyerson, has taken rooms 
806 and 807 in the Haas Bldg. where 
the new complete line of high style 
wedgies will be on display. 
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Labor Relations Course 
Sponsored by NESLA 


Boston, Mass.—The New England 
Shoe and Leather Association will 
sponsor a new course, “Labor Rela- 
tions in the Shoe Industry,” at North- 
eastern University’s Labor Relations 
Institute. The instructor is E. Robert 
Livernash, former chairman of the 
New England War Labor Board, and 
at present director of industrial rela- 
tions at the J. F. McElwain Company, 
Nashua, N. H. 

“This course is open to owners of 
association member companies and 
their top executives who handle labor 
matters with their workers and the 
union,” it was announced by Maxwell 
Field, executive vice-president. “Our 
association is also sponsoring an eve- 
ning course on Work Simplification 
and Motion Study at Boston Univer- 
sity’s College of Business Administra- 
tion for factory executives of member 
companies.” 

The contents of this course will be 
determined largely by the students, 
and will cover such broad subjects as: 
Developments in labor legislation; 
issues in collective bargaining; and 
personnel policies and procedures. 





Represents Plastic Fixture 
And Display Co. in South 


St. Louis—Berendt Brothers, 205 
Meeting Street, Charleston, S. C., who 
are in the wholesale equipment and 
shoe store supply business, have been 
appointed a Roger Kent Company 
agency covering North and South 
Carolina and the Southern portion of 
Georgia. 

This company can now service all 
shoe stores and shoe departments in 
that area on window and interior fix- 
ture and display requirements in 
plastic. 





Named Ad Manager 


St. Louis—Philip Melhado, who is 
a director of the St. Louis Shoe and 
Leather and Allied Trades Association, 
has been named advertising manager 
of Hide and Leather and Shoes. He 
formerly was associated with Thoma- 
setti’s Shoes, Inc., as sales and adver- 
tising manager and prior to that was 
advertising manager for Creative Foot- 
wear. 


Incorporate in Los Angeles 


Los ANGELES, CaL.—Asher Shoe 
Company has been incorporated in Los 
Angeles County, with 2500 shares of 
no par value capital stock. Principals 
are: Evelyn Hubert, David Hubert and 
William Asher, all of 2109 W. Jeffer- 
son Boulevard, Los Angeles. The new 
corporation is represented by Kamenar 
and Simon, 241 N. Larchmont Boule- 
vard, Los Angeles, 4. 


Announce New 
Distribution Policy 


PHILADELPHIA, Pa.—Parkhill Shoes, 
of Fitchburg, Mass., through the ex- 
ecutive officers of the company, Messrs. 
Felix and Solomon Rosenbaum, has 
announced a change in their distribu- 
tion policy, which became effective in 
the presentation of the new Parkhill 
line for Spring, 1948, the National 
Shoe Fair in Chicago. 

Under the new policy, Parkhill 
Shoes will be sold directly and exclu- 
sively through retail shoe stores, de- 
partment and specialty stores. 

New merchandising ideas and meth- 
ods have been formulated by a staff of 
merchandising men and women with 
many years of retail promotion and 
merchandising experience. Parkhill 
has acquired the services of many well- 
known shoe salesmen who will repre- 
sent them in the various sections of 
the country. Announcement of the 
names of these men will be forthcom- 
ing in the near future, it was stated. 





Add New York Factory 
To Karzmar Production 


New York—Another New York fac- 
tory has been: added to the Kay Karz- 
mar operation. Slated to be in produc- 
tion by the beginning of December, the 
new plant has a floor space of 20,000 
feet. Deliveries will start in January. 
All the shoes are women’s styles. 

In discussing the widening scope of 
his business, Leonard Karzmar, presi- 
dent of the company, with headquarters 
at 44 East 29th Street, made this state- 
ment: “In my opinion, buyers are buy- 
ing much more freely and further ahead 
than they have done at any time since 
controls were lifted. In a preview show- 
ing at our New York offices orders 
were placed as far as six months in 
advance.” 

Commenting on current shoe styles, 
Mr. Karzmar noted the continued pop- 
ularity of low heels in types of shoes 
adaptable for day into evening wear. 
Retailers who bought lightly on this 
type, thinking they were going to fall 
off in sales, lost business, he said. 
Women want low heels, because they 
are comfortable and are part of the 
clean-cut wholesome American styles. 
They like low heels, too, because they 
are cute and young looking and can be 
worn at work and in the evening. 





Extra Dividend Declared 
By U. S. Shoe Co. 


CINCINNATI, O.—Joseph Stern, chair- 
man of the board of directors of the 
U. S. Shoe Corporation, has announced 
an extra dividend of 25 cents and the 
regular semi-annual dividend of 50 
cents a share. The dividends are pay- 
able July 15 to holders of record July 1. 
The company paid an extra dividend of 
35 cents in January. 
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Salesman For Acrobat Shoe 


NASHVILLE, TENN.— Acrobat Shoe 
Company, a division of the General 
Shoe Corporation, has announced 
through Burton Huffman, sales man- 
ager, the appointment of B. J. Culber- 
son to represent the division in the 
states of Maryland, Washington, D. C, 
and Northern Virginia. 

Mr. Culberson comes from the home 
office of General Shoe Corporation, 
with previous experience in the retail 
shoe business. He will travel the terri- 
tory formerly traveled by A. B. McCar- 
ter, who will now represent Acrobat in 
Western Pennsylvania. 





Eaton Holds Sales Meeting 


BrockTon, Mass.—A giant size 15 
Etonic “glass” shoe in a novel display 
background for retailers was a high- 
light of the recent “Spring” sales 
meeting of the C. A. Eaton Company 
sales organization at the Hotel Bryant, 
Brockton. 

The “glass” shoe—really transparent 
Vinylite plastic—is also available to 
retailers in regular sample size for 
demonstrating the extra features of 
Etonic shoes at the fitting stool. It is 
an ingenious device in which all fea- 
tures are clearly visible. 

At the sales meeting a new strong 
line-up of Spring styles in the woven 
shoe and loafer fields was presented 
with additional new staple types. A 
completely coordinated, expanded pro- 
gram of national advertising and trade 
paper advertising coupled with a hard 
hitting point-of-sale plus cooperative 
newspaper support was announced. 

Attending the meeting were: Chester 
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The latest revised edition of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful pur for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 

The Shoe and Leather Lexicon 


75¢ per copy, prepaid 
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RECORDER [0% Fost 42nd Street 


New York 17, N. Y. 
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Eaton, president; Charles Eaton, Jr., 
vice-president; Dick Jones, sales and 
advertising manager, plus the follow- 
ing sales representatives: E. Walter 
Baker, Southeastern States; J. Joseph 
Condon, New England States; Albert 
Doyle, Chicago and Middle West; Rob- 
ert Eaton, Ohio and Indiana; Edmond 
Kornsand, New York City, Philadel- 
phia and Washington area; E. James 
Smedley, West Coast; Louis Stein, 
New York State; James and Martin 
Stein, Metropolitan New York and 
New Jersey. 





New Manager of B. F. Goodrich 
Sole and Heel Plant 


Akron, O.—Allan O’Neal, with The 
B. F. Goodrich Company since 1929, 
has been named manager of the com- 
pany’s plant in Clarksville, Tennessee, 
it was announced recently by T. G. 
Graham, vice-president. He succeeds 
C. R. Spencer who has resigned. The 
plant chiefly manufactures rubber soles 
and heels. 

O’Neal, a native of Bainbridge, 
Georgia, and a graduate of Georgia 
Tech, worked in the company’s general 
laboratories in Akron before his grad- 
uation, returning to the Akron labora- 
tories in 1933. He was assigned to 
the research laboratories in 1934 and 
to technical service, processing divi- 
sion, in 1935. 

After brief service in the industrial 
products division in Akron, he was 
transferred to the Clarksville plant as 
assistant technical manager in 1940 be- 
coming technical manager two years 
later. 

In 1946 he attended special courses 
in Harvard Graduate School of Busi- 
ness Administration going to the com- 
pany’s Oaks, Pennsylvania plant later 
that year as general foreman of the 
processing division. 





Potashnick Joins U. 8S. Shoe 


CINCINNATI, O.—Jerry Potashnick, 
former sales manager of the Life 
Stride Division of the now dissolved 
Milius Shoe Company, St. Louis, has 
joined the U. S. Shoe Corporation with 
general offices and parent plant in Nor- 
wood, O. 

Potashnick will serve in an executive 
capacity involving work on styling, 
manufacturing and distribution of the 
company’s products, it was disclosed. 





Permanent Shoe Display Kept 
At Virginia Natural Bridge 


LYNCHBURG, VA.—A special display 
of Natural Bridge Shoes, a division of 
the Craddock-Terry Shoe Corporation, 
here, is currently being featured at the 
Gate House of the great stone Natural 
Bridge of Virginia. The display, which 
will be maintained permanently, is to 
show changing themes of shoe fashion 
in keeping with the seasons. 


we by 


ICE SKATES 








Send fer Catalog 


ARNOFF SHOE COMPANY 


Terme: 2/10 N/30 





SKI BOOTS 





PROFESSIONALLY STYLED 

© Brown Leather Uppers or Con- 
trasting Uppers 

©@Rubber or Leather Soles 

© Ski Boots Available 






from 
$4.85 
and up 


LADIES SIZES 3-9 
MEN'S SIZES 6!/2-12 
2/10 N/30 Send for Catalog 


ARNOFF SHOE COMPANY 


Produces New Men’s 
House Slipper 


Aviston, Itt.—The Huber Slipper 
Company, manufacturers of men’s 
house slippers for over 15 years, has 
gone into production of a men’s house 
slipper, designed to retail around $4.00, 
it has been announced. 

This new low-cost slipper, named the 
Regent, is hard sole, fully leather lined, 
with a corded collar. It will be pre- 
sented in four colors: brown, black, bur- 
gundy and blue. The production on this 
model will be carried on in the recently 
acquired Breeze, Ill. plant, according to 
Larry Huber, secretary of the Huber 
Slipper Company. 
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Classified and Ninel Mls 


| SALESMEN WANTED SALESMAN WANTED 








SALESMEN WANTED 


We do not SALESMEN WANTED 


Offer you the world with a fence around it, 
make fabulous earnings prcmises, om 
claim that selling our line on the road is an easy job—it isn't, To Sell Manufacturer's Line of 

Growing Girls’ Goodyear Welt 
Sports and Men's Goodyear 
Welt Loafers direct to Chain 











B ut 
wos We are one of the leaders in the rubber footwear industry—and 
one of the oldest, 


our line is backed by a national advertising program featuring ‘ 
a trade mark known to millions, i Stores and Retail Accounts on 
we do offer a long range o rtunity for seve young men TS ° T..: ° 
between 25 and 35 Dena a ae a= Aa to start a road ‘wie Commission basis. Territories 
career with a top flight manufacturer. now open: 
Tell us all about yourself (in confidence) in your first letter to . 
Address 189, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 1. No. and So. Carolina. 2. Texas. 
3. Virginia and W. Virginia. 4. Louis- 





iana. 5. Michigan. 6 Nebraska. 7. 
Western Pa. 8. Minnesota, No. and 


TRAVELING SHOE SALESMEN WANTED wat far ier on 
New York City. 























$12,000.00 and over Yearly Income 
Experienced wholesale women’s shoe salesmen who have following and Address Box 160, care BOOT & SHOE RECORDER 
established business in Arkansas, Louisiana, Oklahoma, Mississippi, Tennessee, 100 East 42nd Street, New York 17, N. Y. 
Alabama, and Georgia. 
Must have good automobile and live in territory. Full time position with no M IPDLE WEST MANUFACT a OF 
side lines allowed. Good drawing account with liberal commissions will "* Fine Line of Teen-Age Low Heel Shoes 
" - wants salesmen for Indiana, Michigan, Ohio, 
amount to salary over $12,000.00 per year. We have a volume business in Nebraska, Kansas, Oklahoma, and Missouri. 
these states. Women’s casuals, play shoes, oxfords, dress and Arch shoes from Address Box #197, care Boot & Shoe Recorder, 
the leading distributor of the best manufacturers in the country. 209 So. State Street, Chicago, Ill. 
Position necessitates traveling every week consistently and diligently the 
= sng yaneee BA yeas giving full particulars, such as age, S ALESMEN w ANTED for. Western Peae- 
'. ‘atus. sylvania, West Virginia an jo, to carry 
Address 191, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. Nationally Broan Be = shoes and Nov 
elties. Liberal commission, bonus and drawing 
account to the right man. Must be experienced. 





Reply in detail. Address Box #199, care Boot 


WANTED: TENNIS AND NUSUAL CHANCE FOR EXPERIENCED & Shoe Recorder, 100 East 42nd Street, New 
Me 


ALESMEN 
COMPLETE LINE RUBBER FOOTWEAR, SALESMEN Wanted by an Outstanding York 17, 


Factory Shipments, Good earnings, easy sellers. Distributor of Women’s Arch, Sport and High 
Georgia, Florida, Western Pennsylvania. GOOD Style Novelty Shoes_for the following territory: 
ee = COMPANY, 319 Arch St., New York, ceamertverin, Ohio, Virginia, South- 
iladelphia, Pa. ern and Southwestern States. Please give par- 
ticulars in first letter. Address Box #193, care SIDE LINE SALESMAN WTD. 
Boot & Shoe Recorder, 10 High Street, Boston | 























10, Mass. 
SLIPPER AND WANTED 
WANTED: SALESMAN TO CARRY ES SIDELINE SALESMEN to handle our 
- NE ot Men's or oes i " 
CASUAL SALESMEN and Logging Boots for Western Manufacturer. High-Grade Line of Baby Shoes 
F 2agtt Strictly commission. Oregon, Washington and throughout the Southern area. Finest 
We have various excellent territories Idaho-Montana open. Address Box #202, care value on the market today. Complete 
open throughout the United States, a & gi ee 100 East 42nd Street, Line. 
. : ew York 17, N. Y. Box +190, BOOT & SHOE RECORDER 
for capable men with a following, who BOM ee eee S Suet ence 











can give a territory thorough cover- 
age. We manufacture the well-known MEDIUM-SIZED FACTORY, Located in | LORIDA SIDELINE SALESMAN 
and nationally advertised “PIPE- New York City, making California Casuals WANTED: Large Manufacturer of a Na- 


and Compo Slippers—to retail $4-$6, wants tionally Advertised Line of Rubber and Canvas 


TONE” Line of Men’s Slippers and 
Casuals. Call or write PPe highly experienced salesman with good following Footwear and Specialty Shoes desires a sales- 
° a to completely i. over all quien. —y ~ yh and man to handle their Line, who calls on Shoe 
commission. Fullest particulars must given Stores, Department Stores, Sporting Goods Stores 
PEPPY FOOTWEAR, INC. in first letter. Will be kept confidential. Ad- and General Stores. Address #203, care Boot 
& Shoe a 100 East 42nd Street, New 





dress Box #207, care Boot & Shoe Recorder, 


121 Ingraham Street, Brooklyn 6, New York 
100 East 42nd Street, New York 17, N. Y. York 17, N. 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number is 
desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser's own 
name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable in ad- 
vance. Send check or money order with your copy. No accounts are opened for classified advertising except for regular adver- 
tisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


= Aécvertisements for this page must be in our New York Office 10 days preceding publication date —~e 











Boot and Shoe Recorder 




















SIDE LINE SALESMAN WTD. 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 





IDELINE OF CHILDREN’S, WOMEN’S 

OR CASUAL SHOES for representation in 
the Eastern territory. Have excellent contacts 
with Volume and Department Store Buyers from 
New York to St. Louis. Best of references 
available. Address Box #209, care Boot & Shoe 
ee. 100 East 42nd Street, New York 17, 


UTSTANDING $5.00 Retailer, Women’s Kid 
Leather Arch Shoes from long establi: 
Manufacturing Wholesaler. Carried In-Stock 
B to EEE. Available for side lines to men 
that cover well-rated accounts only. References. 
Address Box #200, care Boot & Shoe Recorder, 

10 High Street, Boston 10, Mass. 





COMPLETE LINE CHILDREN’S PRE- 
WELTS available for experienced salesmen 
in Indiana, Illinois, Virginia, West Virginia, 
Texas, Maryland and D. C. Commission. In- 
Stock service. Write details: SYLVANIA 
SHOE COMPANY, 31 N. Fourth Street, 
Philadelphia, Pa. 








LINE WANTED 








MANUFACTURERS 
West Coast Shoe Travelers Associates have capable 


our Asse: 
TRAVELERS ASSOCIATES, ROOM 320. HAAS 
BLDG., 219 WEST SEVENTH STREET, Los 
ANGELES 14, CALIF. 











TTENTION, MANUFACTURERS! IF 

YOU WANT MAN WHO CAN PRODUCE 
Answer this advertisement. I want Line of 
Men’s—Women’s or Children’s Shoes for Met- 
ropolitan New York. Am familiar with all 
Buyers Chain Stores; Mail Order Houses; Job 
bers and Department Stores. Can furnish best 
references. Address Box #208, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 





GOOD LINE OF MEN’S LEATHER 

SLIPPERS And Men’s Stitchdown Romeos 
from large volume producing manufacturer 
wanted by reliable Boston resident with 20 years’ 
experience in this line, selling to Established 
Accounts and Chain connections in all States. 
Retail $4.00—$5.00. Address Box #205, care 
i Shoe Recorder, 10 High St., Boston 

, Mass. 


| 


Cae —~ UPPER MAKER, Expert 

Orthopedic, Men's, Ladies’ fancy, Model cut- 
tung, Pull-overs, Mail orders promptly filled. Se- 
lection includes imported leathers. G. Gross, 310 
East 80th St., New York City 21. REgent 4-7058. 
Address 164, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ANTED—Manufacturer’s Agent for Na- 

tionally Distributed and Private Label Shoe 
Polish Lines. Write: VANGARD CHEMICAL 
CORP., 3903 Garfield, St. Louis, Mo. 


ARTNER WANTED in good going Shoe 

Store in Jersey City; all branded makes. 
Must have about $20,000 cash. Address Box 
#192, care Boot & Shoe Recorder, 100 East 
42nd "Street, New York 17, N. Y¥ 








FOR SALE 





S HOE STORE—MEN’S—Downtowr Newark 
—1946 Volume $195,000. Asking $50,000.00, 
plus inventory, dollar for dollar. Address Box 
#194, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


FOR SALE: JUVENILE SHOE STORE, 
Brooklyn; one man unit; Gross $12,000 
to $15,022. Possibilities greater. Illness ne- 
cessitates change of climate. Address Box #195, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


S HOE STORE—MIDTOWN—122 E. 34th 
Street; 5 year Lease and Fixtures for sale; 
2 Window front, approximately 10 x 40. Tele- 
phone: MU. 3-3750. 


G HOE FACTORY MAKING 500 PAIRS A 
DAY Cement Process, Teen-Age, Popular 
Price Line of Dress Shoes with good trade name, 
Located in Large Mid-Western City; Good 
earnings; Nice orders on hand; Will sell all 
or one half interest to a reliable shoe salesman 
with good retail trade following. Address Box 
#204, care Boot & Shoe Recorder, 209 South 
State Street, Chicago, Il. 














SHOE DEPTS. WANTED 





WE OPERATE STORES AND DEPART- 
MENTS featuring Shoes from $5.00 to 
$12.95. Doing excellent volume and capable of 
merchandising Departments profitably; Wel 
rated, and furnish best of references. dress: 
Box #174, care of Boot & Shoe Recorder, 1221 
Locust Street, St. Louis 3, Mo. 





POSITION WANTED 





SHOE STORE WANTED 





'OREMAN, CUTTING DEPARTMENT. 

— Cutter; Twenty Years’ varied experi- 

good grades. New York City preferred. 

yr #187, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





MASSAGER, WOMEN’S AND CHILDREN’S 
Shoe Department, Presently employed, de- 
sires change. Will leave town. Excellent ref- 
erences. Address Box #196, care Boot & Shoe 
Seeerder. 100 East 42nd Street, New York 
7, a. ¥. 





AN, 30, COLLEGE GRADUATE, VET- 

ERAN; Married; 10 years’ retail experience 
in Managing, Buying, Selling, Merchandising, 
Display and Stock Control, desires position with 
reputab'e concern. Will accept road Line. West 
Coast proposition preferred. Presently employed. 
Address Box #198, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





HOE BUYER-MANAGER, FOR BASE- 
MENT OR UPSTAIRS Popular Priced 


Line. Thoroughly familiar with all Markets. 
Middle aged man; Married; One child. Em- 
at present. Address Box #206, care 


loyed 
Boot & Shoe Recorder, 209 So. 
Chicago 4, Ill. 


State Street, 


November 15, 1947 








NTERESTED IN BUYING SHOE STORES 

that are doing volume of $75,000 or more in 
towns of 50,000 population or over in Middle 
West or Southern States. Will pay good price 
if lease is satisfactory. Address: Box #173, 
care of Boot & Shoe Recorder, 1221 Locust 
Street, St. Louis 3, Mo. 





WANTED TO PURCHASE 





UCCESSFUL SHOE RETAILER WANTS 
ANOTHER STORE in South-Eastern Penn- 
sylvania or vicinity. Will buy or rent. 
lished business preferred. Please write #169, 
care Boot & Shoe Recorder. 100 East 42nd 
Street, New York 17, N. Y¥ 





CASH PATD FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

ASSUMED 


SHORT LEASES 
B. SABIN 
93 READE ST. NEW YORK 13, 6. Y. 





Telephone WOrth 27-2515 














WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box J care ey & & SHOE peacapen 
100 East 42nd Street, New York 17, N. 











HOE STORE—within 200 miles of New York 
City. Will pay fair price for stock, fixtures 
and good will. Address #163, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





MY HOBBY 
Buying, Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, HN. Y. 
Tetephose: WOrth 2-8961 











$sSsSsSSSsSSSS8 85 
Turn Your Surplus Stock * 
$$$$ Into Cash $$5$° 


CLOSE OUTS—JOBS—  ¢ 
Complete Stocks—Gov't 
Surplus Footwear—Clothing 


720 Fifth Ave. Pittsburgh 19, Pe. 
Phone: ATiantic 0705 


ssssSSSSS8 5 


WANTED: ESTABLISHED SHOE STORE. 
Will Pay Stock Value, plus reasonable Good- 
Will. Prefer Family Type Store, located Middle 
Atlantic or States nearby. All replies held con- 





fidential. Address Box #201, care Boot & 
Shoe Recorder. 100 East 42nd Street, New 
York 17, Y 





WE CAN USE FOR EXPORT 
ARMY COMBAT BOOTS 

A & B Widths— 

1 Dozen to 100 Dozen—@ $3.25. 

Wide Widths at $4.00. 


MULLEN'S, INC. 
SéTH STREET, KENOSHA, WIS. 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reede St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 | 


62! 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of for 
Quatity Shoes Mea, Women ond 


BROITMAN-GAFFIN SHOES, 1G. 
147 Duane Strest, New York 7, N. Y. 
Telephone: BEekman 3-7290-! 








Buy Savings Bonds 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 








1215 Washingtoe Avenve—St. Levis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cash—eny qeaatity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN PINE SHOES POR 15 YEARS 


M. K. WEIL SHOE Co. 

















a 


Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fp 





EB” Meade St. 





GET TOP VALUE 
In Selling Your 
* SURPLUS STOCKS or 
* COMPLETE STORE 


CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Pheone—LOmbard 3-2062 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTBOTED 


IRVIN RUBIN, INC. 
“The House of Joba” 
89 READE STREET 


New York City 
Phone BARCLAY 1-7887 











BARIS BUYS for CASH 


BARIS SHOE CO., Inc. 


el ae et 





ee STOreS 
Short Term Leases Assumed 





Sur Name and Brand since 1932 





Tel.: WOrth 2-5180 





FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write for Quotations te 


NATIONAL FUR DYEING CO. 
447 $. Hewitt St., Los Angeles 13, Calif. 

















To Hold Materials Handling 
Conference in January 


New YorkK—More than a dozen top- 
ics of interest to the leather and shoe 
industries will be discussed at the Con- 
ference on Materials Handling which 
will be a feature of the second National 
Materials Handling Exposition to be 
held at the Public Auditorium, Cleve- 
land, O., Jan. 12-16 inclusive. 

The major theme of the discussion is 
cost reduction through improved han- 
dling and discussion subjects have been 
selected for their widest appeal from 
the practical, operating standpoint. 
With material and labor costs at all- 
time highs, reductions in the expenses 
of handling—a completely non-produc- 
tive operation—represent one of the 
few fields for savings still open. Dis- 
cussions will inciude all phases of the 
handling operations, from the view- 
point of manufacturer, distributor, 
jobber and retailer, and will include 
problems of warehousing and shipping. 

Keenest interest in the leather and 
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shoe industries will center on these dis- 
cussions: “Arranging stock for effec- 
tive handling”; “Handling factors in 
plant layout”; “Planned packing for 
efficient handling”; “Handling un- 
usual shapes”; “Vertical, horizontal 
and inter-floor handling”; “Reckoning 
with floor loads and elevator capaci- 
ties”; “Handling bulk products”; 
“When manual operations pay.” 





United Shoe Machinery 
Plans Wooden Heel Plant 


SoutH CHARLESTON, 0.—The United 
Shoe Machinery Corp. has announced 
plans for construction of a new plant 
at South Charleston, O., next year, for 
the manufacture of wooden heels for 
shoes. 


Honor Charles F. Johnson, Jr., 


On 60th Birthday 


BINGHAMTON, N. Y.—A bright fu- 
ture for the Endicott Johnson Corp., 
based on the continued cooperation of 
management and employees, was fore- 
cast by Charles F. Johnson, Jr., on his 
60th birthday recently. 

The Triple Cities paid tribute to the 
corporation vice-president and general 
manager at a demonstration in front 
of his home at 335 Main Street, John- 
son City. 

Sponscrs estimated that nearly 15,- 
000 persons were roped-off sections of 
Main Street to hear Mr. Johnson 
speak. 


@ GENUINE PATENT LEATHER 
@ CEMENTED LEATHER SOLES 
@ NON-MARKING HEELS 


SIZES 9-12 


2.00 





MISSES’ SIZES 12!/2-3—$2.10 
NET 30 F.0.8. BOSTON 


IN STOCK IMMEDIATE DELIVERY 


1. COHEN & SONS INC. 
195 LINCOLN ST. BOSTON, MASS. 














Trimfoot Salesman 





SAM STONE 
With 13 years experience in shoe 


retailing, Sam Stone was recently 
appointed {see BOOT AND SHOE RE- 
CORDER, November 1, page 105) a 
salesman for the Trimfoot Company, In 
Farmington, Mo., to cover the sfates of 
Colorado, New Mexico, Western Neb- 
raska, Kansas and Texas. 





New Factory 
Unit Opened 


CINCINNATI—The opening of a new 
factory unit on October 1 at George- 
town, Ky., has been announced by The 
United States Shoe Corporation, mak- 
ers of Red Cross Shoes. 

This latest addition, a part of the 
company’s general expansion program, 
will be a fitting room. Arrangements 
for the new operation are in charge of 
Nathan Stix, vice-president in charge 
of production of the corporation. 





Buy Savings Bonds 











Boot and Shoe Recorder 




















MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











THE , 
INVISIBLE 
SHOE 
// 
N sin 


Q 


For More Attractive Displays 


state So Gustes Ba, Geo ant a G® 
and ‘easily in = time. No bulkiness, fits 
either shoe and brand nomes are act 


spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dezen pairs or more. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, indiase 














VITAE AND Uiloas 


FOR YOUR 


NEWSPAPER, ADVERTISING 


| —if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper ad- 
vertising. 


ae 
2. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of 
ads of shoe stores; you select the 
exact stores and cities you want 
to see or leave the selection to 
our advertising staff. 


2 
VINCENT EDWARDS & CO. 
World's largest advertising service 
organization 
342 Madison Ave., 
New York City 




















Fly Samples of New Line 
To Southern Distributor 


HONESDALE, Pa.—Huskies, the name 
for camp moccasins produced by the 
Hussco Shee Company here will now 
be seen in a new line of casual shoes 
being manufactured by that company. 

The new Huskies styles were so well 
received, it was reported by the firm, 
that it was necessary to send samples 
by air to Stephen Putney Shoe Com- 
pany, Richmond, Virginia, the exclusive 
distributor of Huskies in the South- 
eastern section of the country. Samples 
had to be in Virginia by Wednesday 
morning so that they could distribute 
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All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 P.P. 


ROOM 204 Gecranteed for Al Time shoes. 
129 w. main st. ALL PURPOSE SHOE STICK CO. ocxrorp, mimors 


SAVE SALES 
Easy to Use for all types 
of shoe stretching on men's, 


women's and children's 








INDOW TRIMMER FOR PHILADEL- 
PHIA AND VICINITY; Backgrounds and 
Resetting of Shoes, at very reasonable rates. 













Call MR. SHANE, (DAvenport 4-3023). 
NEW ADJUSTABLE 
Pri icket 
remains i» POLLY CLIP 
— Bae for Price Tickets 
times. i 
This is an ex- 
clusive pat- 
ented feature. 
$5 gross 
$2.75 
half gross 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. Lous, MO. 














FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





Hire 
a 
‘tert 


j 


FE 
i 
i 


Special combination offer $42.50 (fluids 
included In above ces). 








them to their salesmen covering 11 
states. The samples were completed at 
10:30 a.m. Tuesday and left the Hones 
dale airport in a Piper Cub at 11:50 
a.m, that morning. The shoes were de- 
livered at Stephen Putney’s by 4:00 
p.m. in the afternoon. 





New Line of Children’s 
Shoes Announced 


BLUFFTON, IND.—E. M. Culver, sec- 
retary-treasurer of the Culver Manu- 





. *ADULT MODEL $15.00 
*JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


Drewie 
Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
con get immediate “Heel-to-Ball” — 
“Heel-to-Toe” —"Width-at-Ball” direct 
measurements. This means speedy, 
occurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 


= 





*Available at special anions price 
if ordered through certain shoe manu- 
focturers—for this list and full details 
write to 
THE BRANNOCK DEVICE 
OMPANY 
New Y 













>yra 











facturing Company, Inc., announces 
the opening of a new factory at Poneto, 
Ind., and the beginning of production 
on a new line of three-sole stitchwelt 
children’s shoes in the 8% to 12 size 
run which will be sold under the trade 
name of “Culver Cadets.” 

Prior to the opening of this new 
factory, shoe production had been con- 
fined to the “Culver Cub” line in two- 
sole stitchwelts in the 2 to 6 and 6% 
to 8 size runs. Another line, known 
as the “Culver Cupids,” will soon be in 
production, Mr. Culver said recently. 
These will be infants’ soft sole and 
intermediate shoes. 


West Coast Wholesaler Moves 


Los ANGELES, CALIF.—Reznick & 
Kellner, wholesale distributor, has 
moved its jobbing house from 1009 
South Los Angeles St. to 301 East 
Eighth St. 














Your inventory “picture” at a glance, 


with this handy 
STOCK RECORD BOOK 


—and forms — 


Shows each size and width of each style or stock 
number. 
Helps you avoid freezing capital in hazard sizes and 













vane ame 


to keep an accurate tab on your best selling selections. 
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as _—. Black Cloth binder—11%” x 1334” _.. $2.50 
-|y ee at 100 Daily Sales and Stock Sheets, (Form #100) 
= of he eal and 1 Comparison Form #105 J 

i Poll rac 1 Inventory Pad (100) sheets #106 0.50 































































































(5 pads $2.00) (10 pads $3.50) 













































































Perea 1 Buying Order Pad (100 sheets—50 orig. 50 
agso=5 =o enn nn nn NAAN dup) #107 (5 pads $2.00; 10 pads $3.50). 0.50 
we Te ial nlelelelel TT] | Heel “ERC HE Master Stock Sheets—Form #103. Fits Binder 
TT Te se edeee es CON See Adaptable for Comparison records, 4c each 
tt ? F 10%” x 13%") 100 for 3.50 
-—— | (Sample sheets with quide for use sent on request) 
(COMPA REO FORM * 
ex " Sales Record Slips: Form D per pad (100 slips) 0.25 
= = - fe (100 pads $20.00) 
ne —T— —| j= : Refund Record Slips: 
= _ eo Form E per pad (85 slips) 0.25 
“s RECORDER STOCK RECORD SYSTEM * ao pads $2.10) 
— ae ee bt Customer Record Cards: Form F, 100 1.00 
Teer ss a |“ : (Size 5” x 3”) (500-$4.50) 
oe st Suiet woe Shoe Carton Tickets — Form H— 1%” x 3%” 
see cg 1000 sees . 2.25 
— Tele lale leit cubes 5000 ; rae 10.00 
er Taz. Form H with Simplex Clips 1000... .. . 2.50 
5000 a ae . 11.25 














































































































PROFIT CHARTS—(Celluloid Holder)—50c. each; an 
aecurate method of figuring selling prices. 
(50 Charts at $22.50; 100 at $4$0.00) 


(Prices listed are F.O.B. Chicago) 


Check with order, please, ynless C.O.D. Shipment is 
preferred. Add 10% of value to cover shipment if check 
accompanies order. 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Tl. 
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Adds Children’s Department 


LuBBock, TExXAs.—A children’s shoe 
department is being added to Freed’s, 
913 Broadway, now in the process of 
being remodeled, Louie Freed, owner, 
said. 

Remodeling work includes redecora- 
tion of the store’s interior, as well as the 
addition of new equipment. Hidden 
shelves will be installed in the shoe de- 
partment, Freed said. 





Buys Clothing. Stores, Will 
Add Shoe Department 


EmporiA, Kansas.— William H. 
Kern, Kansas City,, recently purchased 
the Urquhart Clothing stores here from 
E. L. Urquhart and took possession 
April 1. The business will be operated 
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as Kern’s Clothiers and has two loca- 
tions. A shoe department will be added 
to the main store in the Jones building 
at 14 West Sixth. The other location 
is the College Shop at 1107 Commercial 
avenue. 


Family Shoe Store Opens 


NortH WILKesroro, N. C. — With 
Howard Wellman as manager, the Fam- 
ily Shoe Store, Inc., a new enterprise 
for this city, will feature complete lines 
of footwear for men, women and chil- 
dren. The principal owners of the new 
firm include W. C. Marlow and R. C. 
Wellman. . 





Start Family Shoe Store 


DeTrRoIT, MicH.—Lujon’s shoes has 
recently opened a west side Detroit 


shoe store at 19411 West Warren Ave- 
nue, catering to a general family trade. 

Store is owned by a partnership— 
John Groszek, a newcomer to the shoe 
field, and Louis Wanat, who was store 
manager for the Father and Son Shoe 
Company in Detroit for about twenty 
years. Wanat is the active manager. 





American Brotherhood Week 
To Be Held in February 


American Brotherhood Week, spon- 
sored by the National Conference of 
Christians and Jews, will be held the 
week of Feb. 22-29, 1948, it has been 
announced. The week has been set 
aside for a concentrated effort in fos- 
tering brotherhood and amity in the 
United States and in the rest of the 
world. 
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NEW 


SNUG FIT 


RUBBER 


CLOGS and SANDALS for MEN 
AVAILABLE in TAN and BLACK 


A Pretitable 

Line Te Retail 
CLOGS tan... $1.75 
black $1.50 per pair 
SANDALS tan .. $2.00 
black $1.75 per pair 


NO FABRIC OR FILLERS e 
FOLDABLE * 


Unique Construction Feature 


Builds Profitable Business 
For Jobbers And Dealers 


PATENTED 
SANDAI 
PRINCIPLI 


Sandal strap principle molded in the rubber— 
extending from the base of the arch to the top of 
back of rubber—prevents the rubber from com- 
ing off or flopping at the heel under any service 
conditions. A dressy rubber for dress shoe tailored 
to fit with no gaps. 


FPEATHERW® EICHT 
CLEANS INSIDE AND OUT 


Stock three sizes of each item and cover the popular 


range of men's shoes 


TINGLEY-RELIANCE RUBBER CORPORATION 


RAHWAY, NEW JERSEY 
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Stacy-Adams 
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United States Rubber Co., Inc. 
Front Cover, 50 
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Virginia Shoe Co PE A ee 114 
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Yankee Shoemakers dene le ee 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes” 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 
ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ...and to supply the materials 
fot the job. 
United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- : 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 


‘seihieaiiiteadiad ar tee For help in stepping up the “buy appeal” of your line call upon the 
BS. FO R U PPE RS | services of the qualified United Finishing expert in your area. 


/ BOTTOMS | UNITED SHOE MACHINERY CORPORATION 
. ——7E BOSTON, MASSACHUSETTS 
- EL ac ES | 
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Vhe a lralford 
Style 845 


Autograph Grade 
Custom Finish 
Brown Vegetan Calf 
Leather Sole 
English Custom Heel 





For Men of Unusual Awareness 


About ten men in every hundred are more successful than others in discerning 
which. are the best things in life. Nunn-Bush Shoes rank high in the recogni- 
tion of such men. It is because Nunn-Bush achieves an unusual degree of shoe- 
making perfection by striving earnestly to make the world’s most satisfying 
shoes for men. Ankle-Fashioning, which has resulted from this effort, should 
i reward your customers with greater comfort and added miles of smartness. 


Nunn-Bush 
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NUNN-BUSH SHOE COMPANY + Manufacturers -« MILWAUKEE & 








WISCONSIN 





THE IDEA THAT GREW UP TO BE A SALESMAN 


There are lots of ideas born about selling 
shoes. Many of them are impractical. 
Others cost too much to maintain. And 
plenty of them are too frail to survive in 


the rough and tumble business world. 


BUT ONCE IN A WHILE, AN IDEA 
COMES ALONG THAT’S SOUND AND 


- SIMPLE TO MANAGE AND FULL OF 


SELL. And people begin to notice, and 
talk about it, and BUY. And that idea 
becomes a big-time SALESMAN. 


That’s what happened to the Stride-Rite 
“REMINDER CARD” system. Promoted 
nationally in magazines, locally in news- 
papers, the idea that “GROWTH DOESN’T 
WAIT FOR SEASONS” has given Stride- 
Rite dealers a year ’round, hard-hitting 
promotion secure from “‘between season” 


slumps. 


GREEN SHOE MEG. CO., BOSTON, MASS. 
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